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Ebola scare hits airline stocks 
The growing probability of grounded 
airline flights — coupled with a public 
that is growing wary of flying due to 
Ebola risks — is taking a toll on air-
line company stocks. Shares were 
trading down 5 percent to 8 percent 
at the end of last week.
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A former major league baseball player 
urged Utah crowds recently to “swing for 
the fences” rather than be timid.

In Ogden as part of a three-city speak-
ing tour, Dale Murphy said people should 
not be worried about failure but instead 
should be aggressive and “go for it.”

   “I’m kind of like, hey, 
go up there and swing for 
the fences. What if you 
hit it? … That approach, 
in anything we do, in-
creases the chances of 
success,” said Murphy, 
most famous for his days 
with the Atlanta Braves 
as a two-time National 

League Most Valuable Player.
Author of the book Murph, Murphy 

spoke in Ogden, Salt Lake City and Logan 
during Bank of Utah’s annual Fall Author 
Events. As part of the presentation, he not-
ed that not all professions are like baseball, 
where a player with a .300 batting average 
— 30 percent success in getting hits — is 
among the game’s elite.

“I mean, if you’re a doctor. …” he said, 
waiting for the laughter. “Maybe 30 percent 
as a lawyer is pretty good, I don’t know. … 
Just go up there, dig in and swing for the 
fences.”

Now retired from baseball for 21 years, 
Murphy sprinkled his speech with examples 
of how baseball is a metaphor for life. That 
included ways to retain a positive and resil-
ient approach.

“You strike out once in a while. But 
you’ve got to get back up in that batter’s 
box, tap that plate and go for it. Swing for 
the fences,” he said.

“My theory of hitting was ‘swing hard 
in case you hit it,’ and it works sometimes. I 
think that’s the way we’ve got to approach it 
every day. We get in there. Yeah, yesterday 
was OK, I got a hit here and there, struck 
out a few times, but today’s going to be a 
better day. And I’m convinced, you call it 

Murph's advice: 
Dig in & swing 
for the fences

Dale Murphy

The current housing recovery cycle has 
been the slowest of any since World War II, 
according to a new study from the Bureau of 
Economic and Business Research (BEBR) 
at the University of Utah’s David Eccles 
School of Business.

Published in BEBR’s latest issue of 
“Utah Economic and Business Review,” the 
study analyzed the current housing cycle. 
The study specifically explored the impact 
of the Great Recession on Utah’s housing 
industry, comparing Utah with the rest of 
the nation. The current cycle has had a num-
ber of unique characteristics: falling hous-

ing prices, record levels of foreclosures and 
underwater mortgages, a shrinking job mar-
ket and the lowest mortgage rates since the 
1950s.

“We’ve never had sustained housing 
price declines in Utah,” said James Wood, 
director of BEBR. “We’ve had one or two 
years separated with years of growth, but 
we haven’t had a declining year since the 
1960s. In terms of new residential construc-
tion, the pre-recession peak was clearly too 
high but the subdued demand and slow re-

How well is the Governor’s Office of 
Economic Development (GOED) handling 
its corporate recruitment and retention in-
centive program? It depends on whom you 
ask.

GOED was criticized last week in a 
performance audit by the state auditor’s 
office, which found fault with several ele-
ments of GOED’s administration of the pro-

gram. In contrast, an independent review 
commissioned by GOED found that, other 
than a few “minor” issues that are “not per-
vasive,” the state agency is complying with 
ethical, statutory, contractual and procedur-
al requirements.

The core of both the audit and review is 
the state’s Economic Development Tax In-
crement Financing (EDTIF) program, used 
to entice companies to place operations in  

see AUDIT pg. 5

Recovery slowest since WWII

Adobe, with its new building in Lehi, is an example of a company that expanded in Utah in part 
because of a state incentive. The government agency that administers the incentives program, the 
Governor’s Office of Economic Development (GOED), was criticized last week in a state audit, 
which found fault with the way the program is handled. GOED countered with a report indicating 
the program has only a few, minor problems.

GOED responds to audit report



2 · October 20-26, 2014 · The Enterprise - Utah's Business JournalThe Enterprise - Utah's Business Journal

Brice Wallace
The Enterprise

member fdic

lose the lease, own your building.
bankaf.com/losethelease

SOFTWARE POSITION OPENING

Blue Coat Systems Inc. has an opportunity for a Staff 
SW Development Engineer to contribute to the design, 
development & maintenance of a cutting edge Internet 
security product. Job site: Draper, UT. Applicants refer-
ence job code #1534 & mail resume to:  Attn: S.Flores-
HR Rep, Blue Coat Systems Inc., 420 N. Mary Ave, 
Sunnyvale, CA 94085. No phone calls or e-mails please.  
Must be legally authorized to work in the U.S. without 
sponsorship. EOE.

If Steve Klass has his way, the 
Fortune 500 list someday will be 
replaced with the “Purpose 1000.”

Klass, executive director of 
P3 Utah — business for people, 
planet and profit — recently told 
a group in Salt Lake City that the 
trend of blending business and 
ecology is happening but not fast 
enough.

“We’re talking about a poten-
tial economy that business pro-
duces a net positive impact for 
the community and the function-
ing of our ecology,” Klass said at 
the Utah Purpose Economy Con-
ference, which also served as P3 
Utah’s fourth annual Business 
Sustainability Conference.

“I don’t think that’s too much 
to ask. Why shouldn’t business 
be a positive actor in the world? 
I think there’s a trend but it’s not 
moving fast enough. What we’re 
talking about really is the acceler-
ation, because I think it’s already 
happening.”

The conference was designed 
to help with that acceleration, to 
spread the word about best prac-
tices throughout the corporate 
world.

“You’ve got to start some-
where,” said Bill Wilson, board 
chairman of P3 Utah. “Utah is ripe 
for building that purpose econo-
my because I think the values in 
the state, from an individual lev-
el and from business leadership, 
is in the right place. They have 
the right intentions. One reason 
P3 Utah was formed is to take all 
these good ideas, good intentions, 
and collaborate and collect them, 
and start working on very tangible 
outcomes.”

Lt. Gov. Spencer Cox, speak-
ing via video link, noted that a de-
cade ago, only a dozen Fortune 
500 companies had instituted a 
corporate social responsibility 

program. Now more than half of 
the list has.

“We’re seeing a big increase 
in that,” Cox said. “Part of it has 
to do with PR — that’s the cyni-
cal side. But there are many of us 
in this state, myself included, who 
believe that it’s the right thing to 
do, that it’s the best thing for our 
employees, that it’s the best thing 
for our communities. …”

Cox cited a study that indi-
cated that 80 percent of consumers 
say it is important for a corpora-
tion to be socially responsible and 
they prefer to do business with 
them. And 70 percent of surveyed 
members of the millennial gener-
ation said a company’s commit-
ment to the community will influ-
ence where they will work.

“The ideas of corporate profits 
and corporate social responsibility 
are no longer exclusive,” Cox said. 
“In fact, I believe they are one and 
the same. And to increase profit, 
you must show extreme corporate 
social responsibility. The way our 
society is changing, we’re seeing 
that it is becoming more impor-
tant.”

Cox acknowledged it can 
be difficult to get businesses to 
change their ways, but they must 
come to realize that being socially 
responsible will not result in busi-
ness suicide. “It’s just the oppo-
site. We can do that and can thrive 
as businesses,” he said.

During an entrepreneur pan-
el, Stephan Jacob, chief operating 
officer and a cofounder of Coto-
paxi, urged attending companies 
to spread the word about what is 
possible regarding sustainability 
in business.

“We firmly believe in pushing 
and encouraging other entrepre-
neurs to consider doing good as 
sort of a core, a reason why their 
organizations exist,” he said. “Ob-
viously, that is a community ef-viously, that is a community ef-viously, that is a community ef
fort. It’s not something that we can 
impose on people or that anybody 

can do alone.”
Priyanka Bakaya, chief exec-

utive officer and cofounder of BK 
Clean, said a company’s approach 
needs to be clearly established.

“What really helps is when 
you start out the company with 
that vision in mind and make it 
very clear to customers, employ-
ees [and] investors, that this isn’t 
just about profit for us, [that] we 
want to have a social impact,” she 
said.

“And when you start out a 
company making that vision clear, 
some investors will say, ‘OK, 
that’s not for me,’ and some em-
ployees will say, ‘No, I just need 
the paycheck’ or whatever. It’ll 
be a little harder and it requires 
more searching to find those right 
people, but they are out there and 
I think eventually it helps you in 
staying true to that vision over the 
long term that you set out with.”

Jacob said there need not be a 
conflict between profit and social 
responsibility. “Doing good” does 
add costs to a business, which 
means “less return for the share-
holders.” However, that thinking 
involves pure theory, he said.

“If I look at the tangible ben-
efits to us as an organization from 
being a purpose-driven organiza-
tion, I think they’re tremendous,” 
he said.

A purpose-driven company 
can attract strong talent, he said. 
His company had more than 400 
unsolicited job applications, from 
all over the country, in its first four 
weeks, in part because millennials 
were “looking for opportunities 

beyond a paycheck.”
What’s more, consumers are 

becoming more aware of sustain-
ability, and being sustainability-
focused can build a stronger brand 
for a company, he said.

“More and more brands are 
doing this and in some cases there 
is a certain suspicion on behalf 
of the consumer that, ‘Is this just 
a marketing gimmick or are you 
guys really genuinely dedicated 
to this?’ So our perspective is it 
needs to be genuine. It needs to 
be at the core of the vision of the 
organization and then you can use 
it, to promote it, and there’s noth-
ing wrong with that.” Doing other-
wise, he said, “can backfire pretty 
badly.”

Another panel at the confer-
ence focused on advocacy, which 
can lead to changes in policy to 
benefit the environment. Advoca-
cy already has helped change pol-
icy regarding issues such as immi-
gration reform, marriage equality, 
LEED-certified buildings, benefit 
corporations and the use of public 
lands, according to Bob Farrington 
of Strategies 360.

And even small companies 
have a role to play, either individu-
ally or as part of a group, speakers 
said.

“Never underestimate your 
ability to affect public policy,” 
said Gary Thorup, a shareholder 
at Durham Jones & Pinegar and 
a legislative lobbyist. “It doesn’t 
have to be the big boys, it doesn’t 
have to be the big corporations, it 
doesn’t have to be someone who 

has given thousands or hundreds 
of thousands in political contri-
butions. The small guy still has a 
place on the Hill.”

“Make no mistake, the busi-
ness voice is loud and clear and it 
carries a lot of weight,” said Sarah 
Wright, executive director of Utah 
Clean Energy. “If I were to go to 
the Capitol and had this great pol-
icy idea, the best data, the best an-
alytics, the best story, it wouldn’t 
mean as much as if I were to go 
to the Capitol with our business 
partners, from small businesses to 
large businesses.

“It’s really the mix. If you 
think you’re a small business and 
it doesn’t really carry as much 
weight, it’s still super-critical to 
have your voice heard.”

John Valentine, a former state 
senator who now chairs the Utah 
Tax Commission, spoke about the 
broader impacts of corporate sus-
tainability efforts. Utah’s overall 
economic development could be 
hindered in the future if air and 
water quality erode, he said.

“Water resources and air 
shed, to me, are going to be the 
two limiting factors to econom-
ic growth in Utah,” he said. “We 
have a good environment for tax 
policy. We have an excellent envi-
ronment for regulatory policy. We 
have a very business-friendly state 
as a whole. But I think our limiting 
factors are going to be those two 
natural resources. We have plenty 
of land, but what we don’t have is, 
we don’t have an unlimited supply 
of water and air shed.”

The Utah Office of Tourism 
and its creative agency Struck re-
ceived top honors from the Na-
tional Council of State Tourism 
Directors’ (NCSTD) Mercury 
Awards, recognizing "The Mighty 
5" national parks marketing cam-
paign.

The state won two awards: 
best overall branding and integrat-
ed marketing campaign, and best 
television broadcast advertising.

“The Mercury Awards are the 
Academy Awards of our business, 
and the category we won is like 
getting best picture,” said Vicki 
Varela, managing director of the 
Utah Office of Tourism, Film and 
Global Branding. “We are deep-
ly honored to be recognized for 
our breakthrough Mighty 5 cam-
paign.”

The Mercury Awards were es-

tablished by the U.S. Travel Asso-
ciation to recognize state tourism 
offices for excellence and creative 
accomplishment in state or territo-
ry destination marketing and pro-
motion.

The Mighty 5 campaign in-
cludes targeted broadcast, print, 
outdoor and digital placements, 
as well as hand-painted murals in 
Los Angeles and building wraps 
in Colorado secured by media 
partner Love Communications. It 
features the beauty and accessibil-
ity of the state’s national parks. 

In a research report conduct-
ed by Strategic Marketing & Re-
search Inc., the following results 
are directly attributable to The 
Mighty 5 campaign launch:

• The campaign reached near-
ly half of the target audience, or 

about 5.75 million households.
• It returned $126 in visitor 

spending for each advertising dol-
lar invested. The 2011 and 2012 
non-winter campaigns returned 
$55 and $68, respectively.

• Nearly 375,000 Utah trips 
between March and Decem-
ber 2013 are attributable to The 
Mighty 5 campaign.

The Utah Office of Tourism, 
an agency within the Governor’s 
Office of Economic Development, 
promotes out-of-state visitation to 
Utah through integrated commu-
nications, marketing and travel 
trade initiatives. Tourism in Utah 
is a $7.5 billion industry, which 
last year generated $1 billion in 
state and local tax revenue. The 
Utah tourism industry employs an 
estimated 129,000 Utahns.

'Mighty 5' campaign wins top honors

Corporate profits and social responsibility can go together, confab hears
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BioUtah, the industry as-
sociation for Utah’s life science 
community, has announced the 
winners of the 2014 Utah Life Sci-
ence Awards. The Awards will be 
presented Nov. 5 at a special lun-
cheon at the Grand America Hotel, 
in concert with the 2014 Utah Life 
Science Summit.

The 2014 winner of the Wil-
lem J. Kolff Lifetime Achievement 
Award is Theodore (Ted) Stanley. 
Stanley came to Utah to work with 
Willem Kolff in 1967. He joined 
the Department of Anesthesiol-
ogy at the University of Utah in 
1972, and has been a member 
of the faculty ever since. He has 
published more than 300 research 
manuscripts, 250-plus abstracts, 
and more than 65 chapters and 
books. Previous honorees in-
clude global robotics legend Steve 
Jacobsen, Nobel laureate Ma-
rio Cappechi, medical informat-

ics pioneer Homer Warner, and 
prominent biotech entrepreneur 
and investor Dinesh Patel.

Three BioUtah Life Science 
Community Outstanding Contri-
bution Awards will also bepre-
sented.  In addition, BioUtah will 
present a special lifetime pub-
lic service award to retiring U.S. 
Congressman Jim Matheson. 

“The winners and finalists 
from this year’s Utah Life Science 
awards exemplify the highest stan-
dards of excellence and service,” 
said Kimball Thomson, president 
and CEO of BioUtah. “Each per-
son and organization being rec-
ognized has played a significant 
role in building Utah’s life sci-
ence ecosystem. We are honored 
to join Utah’s life science com-
munity to celebrate their contribu-
tions.” The three Utah Life Science 
Award winners were selected by a 
panel that included a cross-section 

of industry, education and govern-
ment leaders in Utah’s life science 
community. The Kolff Award win-
ner was chosen by a vote open to 
Utah’s entire life science commu-
nity.

The 2014 BioUtah Outstand-
ing Company Service Award, for 
“extraordinary achievement and 
impact on Utah’s life science com-
munity by an organization,” will 
be presented to BioFire Diagnos-
tics. A global diagnostics innova-
tor and industry leader in automat-
ed, integrated molecular biology 
systems, BioFire was acquired 
by bioMérieux in January for $450 
million.

The Outstanding Individual 
Contribution Award, which recog-
nizes “persistent heroism, integri-
ty and commitment to excellence 
at work and in the community,” 
will be presented to Suzanne Win-
ters, director of Intermountain 

Healthcare’s Transformation Lab. 
The Outstanding Public Ser-

vice Award, for “unfailing com-
mitment to improving the busi-
ness, legislative and regulatory 
climate for Utah’s life science 
community,” will be presented to 
Tamara Goetz, executive director 
of the Utah STEM Action Cen-
ter and assistant dean for external 
relations at Utah Valley Universi-
ty. Dr. Goetz previously served as 
Utah’s state science advisor.

BioUtah honors contributors to state's life sciences

Gasoline prices continue 
to drop statewide, according to 
AAA’s Utah fuel gauge monthly 
gas survey.  Last week’s average 
price was $3.37, representing a 22 
cent decrease from a month ago.

In all Utah metro areas tracked 
by AAA, Provo is registering the 
state’s lowest pump price, with 
drivers paying an average price of 
$3.22 per gallon for unleaded reg-
ular gas. Vernal registers Utah’s 
highest price, at $3.58 per gal-

lon. The highest price of gas ever
recorded in Utah was in June of 
2008, at $4.22 per gallon for un-
leaded regular.

“Low demand combined with 
abundant supply has kept down-
ward pressure on global oil pric-
es.” said Cynthia Harris, AAA 
Utah spokesperson. “And with in-
creasing growth of oil production 
in the United States, the switch-
over to a winter blend gasoline, 

and a reduced consumption of fuel 
nationwide, prices have remained 
low and could continue to drop as 
we approach the holiday season.”

The national average price for 
regular unleaded gasoline had fall-
en for 19 straight days as of the re-
porting day last week, reaching a 
low price of $3.19 per gallon. This 
price represents a new low price 
for 2014. The price has since crept 
back up a few cents.

The impact of falling oil pric-
es has many in the oil market won-
dering whether the Organization 
of Petroleum Exporting Coun-
tries (OPEC) will alter production 
in order to push oil prices higher. 
OPEC members are scheduled to 
meet at the end of November. Ad-
ditionally, while violence contin-
ues in Iraq, market watchers still 
assess the threat to oil production 
to be relatively limited.

Gas prices continue to fall; reach lowest point this year
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Hamilton Partners, the 
Kachadurian Group and the Utah 
Transportation Authority (UTA) 
are partnering to develop The East 
Village, a $42.6 million lifestyle 
community in Sandy. The mixed-
use, transit-oriented development 
is the first joint development of its 
kind in the nation, created in part-
nership with a regional transit au-
thority.
  Development partners broke 
ground on Phase I, the multifami-
ly component, of The East Village 
during a ceremony recently.

“The East Village is not just 
a place for people to live. It is de-
signed for people who seek an ac-
tive lifestyle,” said Bruce Bing-
ham, a founding partner with 
Hamilton Partners. “We are creat-

ing a community unlike anything 
Utahns have ever seen. The East 
Village offers direct access to the 
TRAX station for residents who 
want an easy connection to the re-
gion, as well as interesting places 
throughout the property for resi-
dents who want to interact with 
friends closer to home.”

The heart of The East Village 
community is a UTA TRAX light 
rail station, which is located in the 
center of the development. 

“The East Village has the po-
tential to completely redefine how 
residents commute throughout the 
Salt Lake Valley, and UTA wants 
to be part of this transformation,” 
said Michael Allegra, general 
manager for UTA. “It is our hope 
that more developers will see the 
demand for, and the value of, cre-
ating projects that provide resi-
dents with easy access to public 
transportation. Working together, 
we can provide a less stressful 
commute for employees, as well 
as improve our region’s air qual-
ity by reducing the amount of traf-ity by reducing the amount of traf-ity by reducing the amount of traf
fic on our roads.”
  The East Village’s lifestyle 
amenities include a party room 
with a gourmet kitchen which will 
be used for resident cooking class-
es and specialty tastings, a the-
ater and gaming center, Internet 
lounge, café, fire pit lounge and  
pool. An advanced fitness center, 
yoga studio and community gar-
den are also included.
  The community is expected 
to be completed during the fourth 
quarter of 2015. 

Salt Lake City-based Kuali-
Co, a newly formed company fo-
cused on open source administra-
tive solutions for higher education, 
has acquired rSmart’s software-
as-a-service (SaaS) business. A 
team of employees, including rS-
mart co-founder and CEO Chris 
Coppola, will join KualiCo. The 
specific terms of the agreement 
were not disclosed.

Following a series of commu-
nity meetings, the Kuali Founda-
tion announced in August a shift 
in the community’s model and the 
addition of a new commercial en-
tity led by CEO Joel Dehlin, who 
most recently served as the chief 
technology and product officer 
for Instructure.

“There is a growing number 
of colleges and universities, in-
cluding Kuali adopters, that are 
exploring cloud-based adminis-
trative solutions. With the rSmart 
SaaS acquisition and our team of 
engineers, we now have the ex-
pertise, products and customers to 
quickly move forward with Kual-
iCo’s mission,” Dehlin said.

UTA partners in development

New firm 
buys SLC's 
rSmart

 The League of American Bicyclists has 
recognized 10 Utah businesses with a Bicycle 
Friendly Business award (BFB), joining eight 
Utah businesses previously given the award and 
more than 800 businesses nationwide. 
 The BFB program recognizes employers for 
their efforts fostering a cycling-friendly atmo-
sphere for their employees, customers and com-
munity.
 “With this announcement, we have more 
than doubled the number of bicycle-friendly 
businesses in Utah,” said Phil Sarnoff, executive 
director of Bike Utah. “This is a strong indicator 
of the cultural change related to bicycling taking 
place across the entire state. Bike Utah is pleased 
to have worked with many of this year’s award 
winners. We applaud all of their efforts in creat-

ing a work environment supportive of the health 
and well-being of their employees as well as the 
communities in which they are located.”
  The following Utah businesses were recog-
nized: Salt Lake City Bicycle Collective, Bee-
hive Bicycles, Blue Monkey Bicycles, Wasatch 
Touring Co., Local First Utah, Salt Lake Coun-
ty, T. D. Williamson Inc., Utah Department of 
Health, Utah Transit Authority and Wasatch Front 
Regional Council.
 “Visionary business leaders are recognizing 
the real-time and long term impact that a culture 
of bicycling can create,” said Andy Clarke, presi-
dent of the League of American Bicyclists. “We 
applaud this new round of businesses for invest-
ing in a more sustainable future for the country 
and a healthier future for their employees.”

Utah becoming more 'Bicycle-Friendly'
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SOFTWARE POSITION OPENING

Blue Coat Systems Inc. has an opportunity for a Staff 
SW Development Engineer to contribute to the design, 
development & maintenance of a cutting edge Internet 
security product. Job site: Draper, UT. Applicants refer-
ence         job code #1534 & mail resume to:  Attn: S.Flores-
HR Rep, Blue Coat Systems Inc., 420 N. Mary Ave, 
Sunnyvale, CA 94085. No phone calls or e-mails please.  
Must be legally authorized to work in the U.S. without 
sponsorship. EOE.

SOFTWARE POSITION OPENING
          
Blue Coat Systems Inc. has an opportunity for a Sr. 
SW Development/Web App Controls Engineer to build 
a SaaS Cloud product in an Agile test & development 
environment. Job site: Draper, UT. Applicants refer-
ence         job code #1533 & mail resume to:  Attn: S.Flores-
HR Rep, Blue Coat Systems Inc., 420 N. Mary Ave, 
Sunnyvale, CA 94085. No phone calls or e-mails 
please.  Must be legally authorized to work in the U.S. 
without sponsorship. EOE.

what you want — self-talk, posi-
tive thinking — it helps you men-
tally address the challenges that 
we have, whatever they may be in 
life.”
	 Murphy said his early days in 
professional baseball were chal-
lenging, forcing him to learn how 
to deal with failure. Most of the 
time, he said, he was giving him-
self a pep talk. Some people han-
dle difficult times poorly by pan-
icking.
	 “You’ve got to figure out, in 
your mind, how you’re going to 
get through it. When I think about 
our everyday experiences, and 
what we go through, most of the 
time, every day, it’s not a home 
run. Hopefully, you get a base hit. 
Hopefully, you do a few things 
right.
	 “But life just is not always 
hitting a home run to win the game 
every day. To me, that’s what 
we’ve got to figure out: What do 
we do?”
	 One approach that worked for 
Murphy was trying to remember 
that current circumstances do not 
dictate the future. He also tried to 
remain positive and was aided by 
positive managers, one of whom 
told him once: “If that ball hadn’t 
taken a bad hop, you would have 

hit it.”
	 Among Murphy’s manag-
ers were a pair of Hall of Famers, 
Bobby Cox and Joe Torre. Rath-
er than using fear as a motivator, 
both encouraged him to forget 
about his mistakes, giving him the 
confidence needed to excel.
	 “That takes a lot of guts for a 
leader, that takes a lot of guts for a 
manager, to do that. But how else 
are people going to learn how to 
succeed? Because remember, life 
and baseball, mostly it’s not very 
good. Sometimes it doesn’t work. 
We need to be mentors and friends 
and leaders and give people chanc-
es and tell them to shake it off and 
be ready to go tomorrow.”
	 The founder of the “I Won’t 
Cheat Foundation,” Murphy also 
discouraged people from bending 
the rules or breaking the law. That 
can be a tough sell for children, 
who might believe they will get 
an “A” on a test if they cheat, he 
acknowledged.
	 “If you want to bend rules 
and bend your ethics a little bit, 
I’m not going to tell you you’re 
not going to make more money, 
but in the long run it’s going to be 
the wrong decision,” he said. “In 
the long run, what you want to do 
is to be able to look back and say, 
‘I did it the right way.’ And that 
simple phrase, I think, is a power-
ful thing.”

covery is worrisome.”
	 Although Utah’s housing 
market has struggled, its real es-
tate industry has fared better. Ex-
isting home sales in some Utah 
counties have recovered 80 per-
cent from the pre-recession peak 
and the median sales price of a 
home has fully recovered.
	 The study, titled “The Great 
Recession: Utah’s Homebuilding 
and Real Estate Sectors,” uncov-
ered the following notable find-
ings:
	 • In the first quarter of 2010, 
the percent of mortgages in fore-
closure in Utah hit an all-time 
high of 3.3 percent, comprising 
14,900 mortgage loans. By the 
first quarter of 2014, the percent 
of mortgages in foreclosure had 
dropped to 1.2 percent of all mort-

gage loans, comprising a total of 
nearly 5,000 loans. Historically 
the percent of loans in foreclosure 
is 1 percent.
	 • In 2010, Utah ranked 11th 
among all states in the percent 
of mortgage loans with negative 
equity, with a total of more than 
93,000 loans. However, by the 
first quarter of 2014, the state’s 
ranking had dropped to 38th, de-
creasing to a total of just over 
29,000 underwater loans.
	 • Millennials have postponed 
forming households due to declin-
ing housing affordability, which 
has resulted in reduced demand 
for housing.
	 • Those households with low 
to moderate incomes were hit 
hardest by falling housing prices. 
The ZIP codes in Salt Lake Coun-
ty with price declines of more 
than 30 percent were almost ex-
clusively those with relatively 
low-priced homes.

HOUSING
from page 1

Utah or expand in the state. The 
program can provide a company 
with a tax credit of up to 30 per-
cent of new state tax revenue cre-
ated by a project over up to 20 
years, with the company receiving 
the credit after it has reached job-
creation benchmarks.
	 The audit said the EDTIF pro-
gram lacks oversight and transpar-
ency. Among its critiques are that 
GOED has gradually reduced the 
requirements for incented com-
panies since 2008, that GOED in 
2010 began counting health ben-

efits toward wage calculations for 
companies getting an incentive, 
that companies are required to 
create only a fraction of projected 
jobs to receive an incentive, and 
that GOED has reported mislead-
ing figures for wages and job pro-
jections for companies receiving 
incentives.
	 The audit report, available at 
http://auditor.utah.gov/news, in-
cludes 32 recommendations for 
GOED and the legislature, includ-
ing clarifying the incentives stat-
ute; instituting moves to ensure 
that the program is administered 
consistently, fairly and equitably; 
and having more accountability of 
the program.

	 Speaking about the report last 
week at a meeting of the legisla-
ture’s Executive Appropriations 
Committee, auditor officials not-
ed that the changes are needed be-
cause of potential growth of the 
program. Since 2006, GOED has 
committed more than $600 mil-
lion in corporate incentives, but 
the figure could reach $1.3 billion 
by 2024.
	 Chris Otto, performance au-
ditor supervisor, said consistency 
is needed in GOED’s policies and 
procedures. He said GOED has in-
consistently applied certain tech-
niques to some underperforming 
companies to justify the issuance 
of tax credits.
	 “Our main concern … is these 
techniques are done absent any 
policy or procedure,” said Da-
vid Pulsipher, performance audit 
director. “Therefore, we’re con-
cerned such techniques may be 
applied inequitably, inconsistently, 
and may potentially open the state 
up for future lawsuits.”
	 Otto said state statute allows 
GOED to develop rules, poli-
cies and procedures, but “GOED 
instead chose a maximally flex-
ible approach allowable within 
the broad parameters of statue to 
manage the EDTIF program.” He 
voiced concerns about the lati-
tude and rationale for incentive 
amounts and time periods.
	 But Val Hale, GOED’s new 
executive director, said the pro-
gram’s post-performance element 
— awarding the tax credits af-
ter the jobs are created — and its 
statutorily granted flexibility are 
the main reasons for the program’s 
success.
	 “The program would not 
work without the ability to ma-
neuver and tailor incentive offers 
to specific companies,” he told the 
committee. “There is no one-size-
fits-all method of recruiting and 
retaining companies in the global 
business-recruitment arena.”
	 Whenever GOED has adjust-
ed incentives contracts with com-
panies, those changes benefited 
the state, he said.
	 “We acknowledge the audi-
tors have heartburn about the lati-
tude [that] statute gives GOED to 
administer the program,” he said. 
“But remember, flexibility is the 
flywheel that keeps the program 
operating in today’s fiercely com-
petitive and dynamic global econ-
omy.”
	 Rep. Rebecca Chavez-Houck, 
D-Salt Lake City, questioned 
whether the flexibility is too great. 
“What I’m seeing here is a very 
large discrepancy between discre-
tion and accountability. … I un-
derstand there needs to be some 
nimbleness, but nimbleness on the 
backs of the taxpayers is some-
thing that some of us are not very 
comfortable with,” she said.
	 Hale said GOED is meeting 
statutory provisions and has al-
ready implemented or will imple-
ment some of the audit recommen-
dations. Meanwhile, the Executive 
Appropriations Committee ad-
vanced the matter to an interim 

legislative committee.
	 During his testimony, Hale 
lauded the success of the incentive 
program, saying it has led to the 
creation of nearly 13,000 jobs over 
the past eight years and $128 mil-
lion in net new tax revenue during 
that time.
	 “I can tell you that Utah’s pro-
gram has done such a great job of 
attracting and keeping companies 
in a very competitive environ-
ment, that several other states have 
looked at our program and copied 
all or parts of it,” he said.
	 As for EDTIF, “it’s been a 
great tool to pull Utah out of the 
Great Recession. Now, are there 
things we could have done better? 
Absolutely.”
	 A few days before the com-
mittee meeting, the GOED board 
received a report from Tanner 
LLC indicating that Tanner found 
only minor errors in its sampling 
of the EDTIF program. Some were 
likely the result of clerical errors 
or rounding and in some instances 
benefited the state.
	 With those exceptions, “we 
did not encounter any instances 
of non-compliance with relevant 
ethical, statutory, contractual, or 
procedural requirements,” Tanner 
said in its report.
	 Tanner said GOED appears to 
be overly conservative in its job 
counts by not including new jobs 
created and filled by contracted 
employees.
	 The firm recommended that 
changes to incentive payouts or 
amendments to EDTIF contracts 
need advance approval from the 
GOED board, and it called for 
GOED to add more staff to handle 

the growing program.
	 As for the program’s flexibili-
ty, “based on the results of our pro-
cedures, GOED management used 
that flexibility judiciously,” Tan-
ner said.
	 “We have no substantive find-
ings with the administration and 
reporting of the EDTIF program,” 
Tanner partner Kent Bowman 
told the GOED board. “We’re not 
here to cheerlead; we’re indepen-
dent. But just for all of you to be 
aware, that is a tremendous result 
and I think you, as members of 
the board, should be pleased with 
that.”
	 Bowman called the competen-
cy of GOED staffers “very high.” 
“And, quite frankly, we came into 
this a little bit suspect of that. We 
were impressed,” he said.
	 Mel Lavitt, the board’s chair-
man, described GOED as “as good 
as any investment banking firm 
…. I know we’ll keep up the work 
and I know we’re going to get bet-
ter and better.”
	 GOED’s administration has 
undergone changes in recent 
weeks. Hale succeeded Spencer 
P. Eccles as executive director. 
Eccles rejoined the private sec-
tor. Kimberly Henrie became dep-
uty director, succeeding Sophia 
DiCaro, and also has the title of 
chief operating officer. DiCaro is 
campaigning for the Utah House 
of Representatives.  Theresa A. 
Foxley became managing direc-
tor of corporate recruitment and 
business services. She succeeded 
Christopher Conabee, who subse-
quently was appointed as a mem-
ber of the GOED board.

AUDIT
from page 1
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AGRICULTURE
• The Utah Farm Bureau 

is calling on the United States 
Forest Service to fully withdraw a 
proposal to “federalize the waters 
of the states” through its pro-
posed Groundwater Resources 
Management Directive. The Utah 
organization took the stance based 
on what it considers a lack of 
Congressional authority and the 
“tremendous damage and uncer-
tainty the directive would create 
for 150 years of water law, private 
property rights and the western 
economy.” It said the directive, 
the first time for a federal gov-
ernment agency to claim author-
ity to regulate the groundwater 
of the states, is “just the latest 
attempt by the Forest Service to 
claim privately held water rights 
since the Congressionally-panned 
‘water clause’ and ‘joint owner-
ship’ requirement for ski resorts 
and livestock ranchers in 2012.” 
Randy Parker, chief executive 
officer of the Utah Farm Bureau 
Federation, said the “attempted 
federal water grab seeks to go 
around state laws and challenge 
private property rights while giv-
ing the agency unprecedented 
control over water and its use 
across the West.” In its official 
testimony, the Utah Farm Bureau 
called on the U.S. Forest Service 
to fully withdraw the proposed 
directive because the agency obvi-
ously lacks authority.

ARTS/ENTERTAINMENT
• The Governor’s Office of 

Economic Development (GOED) 
board, at its October meeting, 
approved three incentives for TV 
and film production projects. The 
board approved an incentive of 
between $711,477 and $889,346 
for Dark Coast Pictures’ “The 
Flyboys,” an action/adventure TV 
series. The production is expect-
ing to spend $3.5 million in Utah. 
Principal photography is sched-
uled for Dec. 1-Jan. 7. The board 
approved an incentive of between 
$290,822 and $363,527 for 
Cosmic Pictures, doing business 
as Random Acts, for “Random 
Acts Season 1.” The documen-
tary TV series is expecting to 

spend more than $1.4 million in 
the state. Principal shooting will 
be Dec. 1-March 28. The board 
also approved an incentive of up 
to $140,000 for War Pigs LLC
for “War Pigs,” an independent 
action feature film expecting to 
spend $700,000 in Utah. Principal 
photography is scheduled for Oct. 
20-Nov. 8.

ASSOCIATIONS
• The Utah Manufacturer's 

Association (UMA) has hired 
Matthew J. Holton as director 
of operations, a newly created 

position. He will 
be responsible 
for UMA mem-
bership recruit-
ment, education 
and information 
programs; mem-
bership benefits; 
and he will serve 
as an additional 

resource in the government and 
public relations efforts for the 
organization. He also will help 
further the recently created manu-
facturing supply chain software 
UtahCAN, which was developed 
by the UMA. He previously was 
a White House intern in the Bush 
administration, staff assistant to 
U.S. Rep. Rob Bishop, military 
legislative assistant to U.S. Sen. 
Mike Lee, and campaign manager 
for Congressional candidate Mia 
Love in 2012. Holton graduated 
from the University of Utah, and 
most recently was a product man-
ager for Partner Fusion.

• Heather Garbers has been 
named to the Voluntary Benefits 
Association’s advisory board. 
She is a voluntary benefits execu-

tive with Leavitt 
Group’s Salt Lake 
City office, GBS 
Benefits Inc. She 
is a voluntary 
plan expert and 
works in part-
nership with a 
team of health-
care consultants 

to enhance existing clients’ ben-
efit packages. Her experience 
with voluntary benefits includes 
product strategy, carrier selection, 
enrollment and administration.

CONSTRUCTION
• IVI International Inc., 

based in White Plains, New York, 
has hired Randall Ward as vice 
president for national agency 

accounts. He will 
be based in Salt 
Lake City and 
will serve as a 
liaison between 
IVI’s architects 
and engineers 
and Fannie Mae, 
Freddie Mac and 
agency lenders 

and brokers. Ward has 30 years 

of industry experience, including 
15 years of commercial real estate 
due diligence experience. Most 
recently, he was a national prac-
tice leader at Nova Consulting 
Group.

ECONOMIC 
INDICATORS

• The quarterly Trepp Market 
Snapshot Report, tracking com-
mercial real estate loans maturing 
in the next 12 months, indicates 
there are more than 340 loans 
maturing in the next 12 months in 
the Mountain region, with a total 
balance over $3.3 billion. Nevada 
accounts for over $1.5 billion of 
the total. The Mountain region 
carries $20.9 billion in outstand-
ing commercial mortgage-backed 
securities (CMBS) loan balance, 
accounting for nearly 4 percent of 
the national total. About 16 percent 
of the region’s balance is due to 
mature during the next 12 months, 
which is the largest proportion 
among regions. A little less than 
one-fifth of those maturing loans 
are delinquent, while three-quar-
ters are deemed “healthy.” Among 
states in the region, Nevada had 
31 loans with $1.5 billion matur-
ing in the next year, followed by 
Colorado, 16 loans, $151 million; 
and Idaho, Montana, Utah and 
Wyoming, with three or fewer 
delinquent loans each. Utah had 
two, totaling $16 million. Among 
256 Mountain region healthy loans 
maturing, 45 are in Utah, totaling 
$304.3 million.

GOVERNMENT
• Virginia Pearce has been 

named film commissioner for 
the state of Utah. The Utah 
Film Commission is part of the 
Governor’s Office of Economic 
Development’s Utah Office 
of Tourism, Film and Global 
Branding. Pearce has more than 
15 years of film experience at 
Sundance Institute and Spy Hop. 
Pearce has been director of mar-
keting and community programs 
at Spy Hop, a Salt Lake City-
baed program that mentors young 
people working in digital media 

arts, where she directed all exter-
nal relations and community pro-
gramming. Previously, she served 
as associate director of artist rela-
tions and community programs 
at Sundance Institute. Pearce got 
her start as a commercial pho-
tographer and worked in Seattle, 
Maine, Boston and Paris.

• President Barack Obama has 
appointed Jody Williams as a 
commissioner of the Bear River 
Commission. Williams is a partner 

at the law firm of 
Holland & Hart 
LLP, Salt Lake 
City. Formed in 
1958, the com-
mission carries 
out the provi-
sions of the Bear 
River Compact, 
which involves 

Idaho, Utah and Wyoming regard-
ing the distribution and use of the 
river’s water. For more than 30 
years, Williams has focused her 
practice on water law and helping 
clients navigate the complexities 
of doing business in the Mountain 
West. Williams was appointed 
by President Clinton, and reap-
pointed by President Bush, to 
the Utah Reclamation Mitigation 
Conservation Commission, a fed-
eral agency responsible for miti-
gating environmental impacts from 
developing Utah’s Colorado River 
apportionment by the Central Utah 
Project.

• West Valley City has hired 
Jeff Jackson as a business devel-
opment manager. Jackson previ-
ously was the manager of land 
acquisition and development at 
Oakwood Homes. He received 
his undergraduate degree in busi-
ness management from Utah 
Valley University and a master of 
real estate development from the 
University of Utah.

INSURANCE
• The Buckner Co. has hired 

Robert F. Atwell as healthcare 

practice leader. His primary focus 
will be directed 
toward serv-
ing the region’s 
diverse health-
care communi-
ty. Atwell has 40 
years of experi-
ence in under-
writing, risk and 
claims manage-

ment, and risk evaluation.
• Moreton & Co. has moved 

from 709 E.South Temple to a 
new, larger location at 101 S. 200 
E., Suite 300, Salt Lake City. The 
office is on the third and fourth 
floors of the Boyer Building, 
which was designed by FFKR 
Architects, and the interiors were 
completed by CCG Howells. The 
104-year-old company is in its 
fourth generation of ownership, 
with Bill Moreton as the cur-
rent president. It has offices in 
Sandy, Logan and Vernal, as well 
as Boise; Denver; and Madison, 
Wisconsin, with nearly 200 total 
employees.

LAW
• Holland & Hart, Salt Lake 

City, has hired Christopher R. 
Esseltine as of counsel in the 
firm’s Salt Lake City office. 
Esseltine has nearly 10 years of 
healthcare-focused practice, hav-

ing represented 
pharmaceutical 
and device com-
panies, trade 
a s s o c i a t i o n s , 
hospitals, phy-
sician groups, 
managed care 
facilities, and 
health plans. 
Prior to joining 

Holland & Hart, Esseltine founded 
Mardoc Consulting and advised 
various healthcare provider clients 
on a contract and in-house counsel 
basis for more than five years. He 
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practiced healthcare law at Arent 
Fox in Washington, D.C., for sev-
eral years after working as counsel 
at the Pharmaceutical Research 
and Manufacturers of America 
(PhRMA) trade association. His 
education includes a B.A. from 
Brigham Young University.
	 • Callister Nebeker & 
McCullough has combined its 
Sugar House and downtown offic-
es at one site: 10 E. South Temple, 
Suite 900, Salt Lake City.
	 • The Provo office of Durham 
Jones & Pinegar has relocated to 
a new building in Thanksgiving 
Park, Lehi. The office at 3301 
N. Thanksgiving Way, Suite 400 
includes increased meeting space, 
top-of-the-line technology and 
improved access for clients. The 
office includes 16 attorneys and 
more than 15 staff members. The 
firm had been in the Provo office 
since April 2013. An open house 
for the Lehi office is scheduled 
for 4-7 p.m. Nov. 13. The firm 
also announced that associate 
Michael J. Thomas has joined its 
St. George office. He will practice 
in the firm’s litigation section and 
will focus on contract disputes, 
professional liability, product lia-
bility, insurance defense and fraud 
claims. Thomas also has experi-

ence in alternate 
dispute resolu-
tion, having nego-
tiated settlements 
at mediation 
and represented 
the prevailing 
party in multiple 
arbitrations. He 
received his J.D. 

from the J. Reuben Clark Law 
School and his B.A. in English at 
Brigham Young University.

OUTDOOR PRODUCTS/
RECREATION/SPORTS
	 • Vail Resorts Inc., based 
in Broomfield, Colorado, has 
appointed Bill Rock as chief oper-
ating officer of Park City Mountain 

Resort and 
Canyons Resort, 
effective Nov. 1. 
Rock has served 
at Northstar 
California Resort 
as chief oper-
ating officer. 
Rock joined Vail 
Resorts in 2010 

as the chief operating officer at 
Northstar California Resort and, at 
that time, was also given oversight 
of Heavenly and Kirkwood moun-
tains. Rock came to Vail Resorts 
from Intrawest’s Snowshoe 
Mountain Resort in West Virginia, 
where he was president and chief 
operating officer since 2005. 
He also served as chief operat-
ing officer at Durango Mountain 
Resort in southwestern Colorado 
and, prior to that, held several 

ski industry leadership positions 
since 1996. Rock will report to 
Blaise Carrig, president of Vail 
Resorts’ mountain division, who 
will step down as interim leader 
of Park City Mountain Resort. 
Mike Goar, the current general 
manager of Canyons Resort and a 
30-plus-year industry veteran, will 
continue his oversight of the resort 
and report directly to Rock.
	 • Shadow Mountain 
Recovery, based in Colorado 
Springs, has announced that Trilby 
Devine returned to the company 

as vice president 
and director of 
admissions for 
all program-
ming. Shadow 
Mountain has six 
coed facilities 
in New Mexico, 
Colorado and 
Utah. Devine has 

36 years of experience in direct 
care, professional advocacy servic-
es, regulatory review and enforce-
ment, program development, 
admissions and business develop-
ment in all aspects of addiction 
treatment and behavioral health-
care. Devine began working in the 
behavioral health field in 1978, in 
acute psychiatric care, and since 
1997 has been working in admis-
sions and business development 
for a number of adolescent and 
young adult programs in both wil-
derness and residential treatment. 
She has also worked to develop 
alternative treatment options as 
the executive director for a young 
adult recovery program.

PHILANTHROPY
	 • RC Willey in Syracuse 
recently donated $3,300 to Make-
A-Wish Utah to help send a 
7-year-old cancer patient from 
Syracuse, and his parents, to the 
Florida theme parks. The compa-
ny raised the money by partnering 
with Make-A-Wish Utah to host 
an inaugural “Ride for the Kids” 
bicycle ride. All of the money 
raised by registration fees and raf-
fle drawings at the 50-mile bike 
ride from RC Willey in Syracuse 
to Antelope Island and back, was 
donated to Make-A-Wish Utah. 
The company plans to host “Ride 
for the Kids” to benefit Make-A-
Wish Utah on an annual basis.

RECOGNITIONS
	 • C.R. England, Salt Lake 
City, has been honored with a 
SmartWay Excellence Award 
from the U.S. Environmental 
Protection Agency as an indus-
try leader in freight supply chain 
environmental performance and 
energy efficiency. The award was 
presented at the carrier Excellence 
Awards at the American Trucking 
Association’s annual Management 
Conference & Exhibition in San 
Diego. C.R. England was one 
of 44 carriers to receive the dis-
tinction. In the past year, C.R. 
England has enhanced or adopted 

additional strategies to improve 
fuel efficiency in its fleet. It has 
saved 825,000 gallons of fuel and 
generating over $3 million in cost 
savings.

RESTAURANTS
	 • A McDonald’s restau-
rant has reopened at 242 S. 700 
E., Salt Lake City, after being 
closed 116 days following a May 
27 demolition and a complete 
rebuild. Owner/operators are Jane 
McKenzie and Greg Gruber. The 
restaurant has 110 seats of several 
types, a redesigned double drive-
through, outlets for USB ports, 
free Wi-Fi available inside and out, 
a Play Place, and a portrait digital 
menu board at the front counter. 
It will employ 50 people, with 11 
managers. The general contractor 
of the rebuild project was Keller 
Construction, which estimates that 
nearly 300 were employed to work 
on the project from 28 contractors. 
The restaurant will have grand 
opening activities every Saturday 
through Nov. 8.
	 • Chick-fil-A has opened a 
stand-alone restaurant at 357 E. 
12300 S., Draper. The owner/
operator is Troy Apolonio, who 
also operates the South Towne 
Marketplace store. The new restau-
rant will have nearly 80 employ-
ees and features the chain’s newest 
interior and kitchen design. The 
new restaurant has seating for 166 
inside and 44 at an outside patio. 
It also has a playground for chil-
dren, dual drive-through ordering 
lanes, and free Wi-Fi. It is the third 
restaurant to open in the metro 
Salt Lake City area since August, 
creating nearly 230 jobs, and the 
fifth restaurant to open in northern 

Utah this year. The company plans 
to open 93 restaurants, with 7,400 
jobs, this year.
	 • Marco’s Pizza has opened at 
5510 S. 900 E., Salt Lake City. It 
is the first for the company in the 
Utah market. Jacob Webb and his 
father, Dennis Webb, have said 
they plan to open 15 stores in Utah 
within the next 10 years.

RURAL UTAH
	 • World Trade Center Utah 
has announced it will host regional 
forums across the state, begin-
ning with Vernal on Nov. 3. The 
Vernal event is the first Rural Utah 
International Business Forum, tak-
ing place from 11:30 a.m.-2 p.m. 
at the Vernal City Office, 374 
E. Main St. The free event is 
limited to 90 people (register at 
Eventbrite.com). The World Trade 
Center Utah said the forums will 
gather stakeholders “in an effort to 
demystify the process of interna-
tional expansion and exporting.”
	 • The Governor’s Office of 
Economic Development (GOED) 
board, at its October meet-
ing, endorsed a pair of Rural 
Fast Track Grants. The board 
endorsed a grant of up to $38,000 
for Legacy Outdoor Adventures, 
based in Bicknell, to buy and 
renovate an existing 3,288 square 
foot house — vacant for about 
three years — that will serve as an 
administrative office and base of 
operations. The company expects 
to hire five employees as a result 
of the $127,000 project. The board 
also endorsed a grant of up to 
$30,000 for Casino Star Theater 
Foundation of Gunnison. In a 
$70,000 project, the foundation 
plans to buy and install a digital 

movie projector. The project will 
retain jobs and allow the continu-
ance of community art and theater 
programs.

SERVICES
	 • Sensory Technology 
Consultants Inc., Morgan, has 
changed its name to DynaGrace 
Enterprises Inc. The company 
is a woman-owned, professional 
services firm. It said the change 
was spurred by its growth and 
expanding services to its federal 
and national clients. The company 
was founded in 2006 by Linda 
Rawson, its president and chief 
executive officer. It was focused 
on information technology but it 
has since expanded to broader 
markets like construction and 
infrastructure. Its services include 
engineering services, technical 
writing, editing and publishing, 
software engineering, fleet and 
people tracking, website design 
and hosting, information technol-
ogy, renewable energy, building 
automation and infrastructure to 
federal and commercial entities.
	 • iTOK Inc., Lehi, has 
announced the rebranding of its 
small-business segment, Digity. 
It is available to small and micro 
businesses that need tech advisors 
to help them navigate their tech-
nology issues, decide which tech-
nologies to invest in, and manage 
everyday technology in a busi-
ness setting. Since the company’s 
founding in 2004, iTOK has been 
primarily focused on the consumer 
market. Within the last 18 months, 
it has seen an increasing demand 
for technology advisors in the 
small and micro business mar-
kets. 

BRIEFS
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Tax Planning and Compliance
 We believe careful tax planning is most valuable when performed in anticipation 
of transactions or potential problems and that filing a tax return is the final step 

in a process of developing and executing tax strategies.  Some of our tax planning 
services include the following:

Income and Estate Tax Projections and Planning
Multistate Tax Planning and Analysis

Choice of Entity/Tax Accounting Method Planning
Business Transactions Planning

Charitable Giving Strategies
Like-Kind Exchanges and Other Deferral Techniques
Executive Compensation and Stock Option Analysis

Roth IRA Conversion Planning

215 S. State St., Ste. 850, Salt Lake City - (801) 533-0409 - www.cpaandmore.com

1944-2014 - Celebrating 70 years of solving problems
Tax Planning and Compliance

We believe careful tax planning is most valuable when performed in 
anticipation of transactions or potential problems and that filing a tax return 
is the final step in a process of developing and executing tax strategies. Some 

of our tax planning services include the following:

Income and Estate Tax Projections and Planning
Multistate Tax Planning and Analysis

Choice of Entity/Tax Accounting Method Planning
Business Transactions Planning

Charitable Giving Strategies
Like-Kind Exchanges and Other Deferral Techniques
Executive Compensation and Stock Option Analysis

Roth IRA Conversion Planning

Assurance and Auditing
High-quality assurance and audit services are vital in the face of increasing complexity in 
financial accounting and auditing environments, and at a time of increased demands by 

stakeholders, including owners, lenders, and regulators. We carefully monitor accounting 
and auditing developments to help keep small business, governmental, and non-profit enti-

ties up-to-date on relevant financial reporting issues.

Audit and related services also provide owners and management of businesses and other 
entities with valuable feedback to help them improve internal controls and add efficiencies 
to the financial reporting process. Some of our assurance services include the following:

Audit, Review and Compilation of Financial Statements
Agreed-Upon Procedures

Benefit Plan Audits
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Strictly Business

Each month, 800-CEO-READ 
reviews the best new business 
books. Jack Covert, 800-CEO-
READ’s founder, long-time presi-
dent and coauthor of The 100 Best 
Business Books of All Time, began 
the series in the year 2000 and it is 
now penned by 800-CEO-READ’s 
editorial staff and management. 
800-CEO-READ is a leading direct 
supplier of book-related resources 
to corporations and organizations 
worldwide, and specializes in iden-
tifying trends in the changing busi-
ness market. For more reviews, 
visit http://blog.800ceoread.com/
category/jack-covert-selects/.

The Glass Cage: Automation 
and Us by Nicholas Carr, W.W. 
Norton & Company, 288 pages, 
$26.95, Hardcover, September 
2014, ISBN 9780393240764. 
Reviewed by Dylan Schleicher.

Nicholas Carr writes beautiful, 
big-picture books on the history 
and future of technologies that 
have evolved alongside humanity. 
In The Glass Cage, his focus is 
on automation. The fundamen-
tal question, on which popular 
opinion seems to change with the 

e c o n o m i c 
winds, is 
whether the 
automated 
machines 
we design 
are labor-
s a v i n g 
w o n d e r s 
that will 

lead us to a technical utopia 
of increasing leisure and prosper-
ity, or whether they’re stealing 
our jobs and indenturing us in 
servitude. 

The predominant opinion 
among economists has been that 
productivity gains generated by 
machines increase economic 
activity and create new jobs to 
replace those lost, ones that are 
generally not as dirty and physi-
cally demanding as the ones the 
machines took over. And that 
seems to have been the trend over 
the long term, with ebbs and flows 
(tough luck for those trying to 
find jobs in the ebbs), since the 
Industrial Revolution began. But 
the latest economic recovery has 
often been described as a “job-
less” one, and automation may be 
a big reason why. 

Carr explains: “As industrial 
robots become cheaper and more 
adept, the gap between lost and 
added jobs will almost certainly 
widen. Even the news that com-
panies like GE and Apple are 
bringing some manufacturing 
work back to the United States 

is bittersweet. One of the reasons 
the work is returning is that most 
of it can be done without human 
beings. … A company doesn’t 
have to worry about labor costs if 
it’s not employing laborers.

“As we delegate more and 
more of our daily tasks at both 
home and work to machines, it’s 
no longer true that we give up 
only the rote and burdensome 
ones. And it’s not just that we will 
lose just our jobs and ability to 
perform basic tasks as a result, but 
that we lose the enjoyment that 
study after study reveals we get 
out of doing them.” 

Perhaps, as Carr writes when 
discussing Robert Frost’s forma-
tive years on his farm, years in 
which he produced his earliest 
and some say his best poetry “The 
burden of labor ease[s] the bur-
den of life.” Carr’s writing is at 
its best here, and I won’t spoil it 
by quoting too much here, but I 
will suggest that had Frost been 
in a combine harvester instead of 
on the ground cutting hay with 
a scythe, the poetry Carr so elo-
quently expounds upon would 
have never happened. 

To borrow from another sec-
tion to explain why, and to explain 
the book’s title: “The experience 
of pilots … reveals the subtle but 
often strong connection between 
the way automated systems are 
designed and the way the minds 
and bodies of the people using 
the systems work. The mounting 
evidence of an erosion of skills, 
a dulling of perception, and a 
slowing of reactions should give 
us all pause. As we begin to live 
our lives inside glass cockpits, we 
seem fated to discover what pilots 
already know: a glass cockpit can 
also be a glass cage.”

And later on, when discuss-
ing how virtual reality applica-
tions, digital maps, and other tools 
we use to control our machines 
starve our other senses and “great-
ly restrict the movement of our 
bodies,” he follows up: “When 
we enter the glass cage, we’re 
required to shed much of our 
body. That doesn’t free us, it ema-
ciates us.”

What if the automation we’re 
creating does more, as Carr 
believes, to “pull us away from 
the world” than to invest us more 
directly in it? What will ease the 
burden of life if we create a world 
with no labor? Or, I suppose you 
could ask, what if idle hands real-
ly are the devil’s workshop? This 
is not to say that all automation is 
bad, but that we need to be more 

mindful of how we design, deploy 
and employ it so that we’re truly 
benefitting from it mentally and 
emotionally, not just materially. 
As Carr writes: “The value of a 
well-made tool and well-used tool 
lies not in what it produces for us 
but what it produces in us.”

Though important, it’s not 
enough to look at automation just 
in terms of employment; we have 
to look at it in terms of a funda-
mental and deeper human enjoy-
ment and engagement. And we 
could all use a little more of that.
Dylan Schleicher is 800-CEO-
READ’s marketing and editorial 
director.

•••
How We Got to Now: Six 

Innovations That Made the 
Modern World by Steven Johnson, Modern World by Steven Johnson, Modern World
Riverhead Books, 304 pages, 
$30.00 Hardcover, September 
2014, ISBN 9781594632969. 
Reviewed by Ryan Schleicher.

Not many writers can craft an 
engaging 250 page book around 
seemingly mundane subjects 
such as glass and freezing, but 
Steven Johnson (Where Great 
Ideas Come From) has a talent 
for literary, scientific explanation 
that connects these subjects to 

historically 
important, 
t r a n s f o r -
m a t i v e 
ideas and 
i n n o v a -
t i o n s . 
His new 
r e l e a s e , 
H o w 

We Got to Now, contin-
ues Johnson’s exploration of the 
“hummingbird effect” — when 
“an innovation, or cluster of 
innovations, in one field ends up 
triggering changes that seem to 
belong to a different domain alto-
gether” — by revealing how six 
taken-for-granted technologies 
(glass, cold, sound, clean, time 
and light) changed the world. 

By employing long-zoom his-
torical context, Johnson reveals 
how innovations are born out of 
“collaborative networks” with 
adjacent possibility, not, as is 
widely perceived, from lone, 
genius innovators. In the chapter 
on sound, Johnson connects a 19th 
century printer’s hobby interest in 
anatomical drawings of the human 
ear to our eventual ability to track 
underseas weapons (sonar) and 
the ability to determine the sex of 
our unborn children (ultrasound). 

The question travel agents are asked more than any other is this:
“When is the best time to purchase travel?”

Answer:  In the fall, for the fall.  That is, excluding Thanksgiving 
week.

I say this in spite of what one person told a travel agent 
friend of mine:  “I don’t know why airline prices are so high over 
Thanksgiving. No one wants to travel then; we all want to stay 
home.”

Problem is, nobody lives where home is anymore.  For example, 
my daughter and her husband are coming home for Thanksgiving.

They live in Chicago.  They got the best air-
fare they could find by coming on Monday 
and going back on Saturday.  The Sunday 
after Thanksgiving is actually the busiest 
airline travel day of the year in the United 
States. 

So, outside of Thanksgiving week, there 
are great prices for everything — airfares, 
car rentals, hotels, resorts, cruises — in the 
autumn. Travel prices are “Econ 101.”  It’s 

supply and demand.  Prices are higher when the demand is higher.
Prices are lower when demand is lower.  So, when is high season?
Holidays, special events and summer are traditionally peak times 
for most destinations.  And when is low season?  Usually October 
through mid-December (excluding Thanksgiving) and January and 
February beginning the Monday after New Year's Day.

Now, of course, these rules don’t apply to ski resorts.  The 
almost total opposite is true for winter sports lovers.

But where do you find the $299 to $399 seven-day Caribbean 
cruises?  Fall and early winter, except for the holidays. 

When are the low hotel prices?  Right now.  For example, I have 
been wanting to take my wife to San Francisco with a stay at the 
Mark Hopkins.  Early in our marriage, the first time I took my wife 
to San Francisco, we stayed at that swanky Nob Hill hotel and had a 
room with a fantastic view of the bay, Tiburon and the Golden Gate 
Bridge.  Of course, the days were sunny with a few white clouds 
scattered here and there.  When we went for walks, the tempera-
tures were in the 60s and there was a slight breeze.  The cable car 
stopped right in front of the lobby door.  It was like a movie. 

Anyway, prices today are $200 less per night this fall than at 
any other time of year.

If you want to go to Cancun, secluded gourmet all-inclusive 
resorts with private beaches start at $800 per person for five nights.
“All inclusive” means air, hotel, transfers, meals, drinks and even 
gratuities are included — and at places usually costing $1500-plus 
for the same number of nights.

Even Hawaii packages including air and hotel for five nights 
are available this fall for anywhere from about $775 to $1,000 
per person, including taxes and fees — lower than I’ve seen in 
five years.  And, of course, these per-person prices in Mexico and 
Hawaii are based on double-occupancy.

What about saving money by buying at the last minute?  That 
usually doesn’t work with travel.  Certainly not with airline tickets, 
because each air carrier only puts a few seats on sale at the low-
est prices, and naturally, they are sold first.  In the cases of cruise 
prices, most companies allow you to make a refundable deposit, so 
if the price goes down, you cancel and rebook at the lower price.
I’ve done this a number of times and saved lots of cash by doing 
so.

While some last-minute travel packages offer incredible deals, 
the best prices are usually booked far in advance.  This goes espe-
cially for a tour that includes air travel in the price.  Why?  Because 
the tour companies negotiate special group rates with the airlines, 
and they are allowed only a certain window of time to fill the seats.
If you wait too long, they will have taken back the seats from the 
tour company, and you will have to pay a higher price than every-
one else on the tour.

The best time to buy 
travel? It's right now

  DON
 SHAFER 

e c o n o m i c 
winds, is 
whether the 

lead us to a technical utopia 

subjects to 
historically 
important, 
t r a n s f o r

We Got to Now

These book reviews address automation, 
innovation and the pursuit of happiness
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In the Cold chapter, the path to 
fertility options for would-be 
parents via frozen embryos went 
through Clarence Birdsey’s ice 
fishing excursions on the remote 
tundra of Labrador. Flash freez-
ing of his frozen food products 
set in motion American southward 
migration due to air conditioning, 
transforming the American politi-
cal landscape and causing vast 
cities to bloom in the desert. 

One of the better illustrations 
of adjacent possibility sparking 
innovation comes when Johnson 
shares a quote from AT&T execu-
tive John J. Carty in 1908 arguing 
that “the telephone had had as big 
of an impact on the building of 
skyscrapers as the elevator.” Carty 
wrote: “It may sound ridiculous 
to say that [Alexander Graham] 
Bell and his successors were the 
fathers of modern commercial 
architecture — of the skyscraper. 
But wait a minute. Take the Singer 
Building, the Flatiron Building, 
the Broad Exchange, the Trinity, 
or any of the giant office build-
ings. How many messages do you 
suppose go in and out of those 
buildings every day? Suppose 
there was no telephone and every 
message had to be carried by a 
personal messenger? How much 
room do you think the necessary 
elevators would leave for offices? 
Such structures would be an eco-
nomic impossibility."

As a general reader, I’d read 
a Steven Johnson book about 
brussels sprouts; the man simply 
knows how to put words together. 
As a business reader, I appreciate 
Johnson’s ability to reframe how 
we think about business topics. 
When tackling innovation, Johnson 
makes us realize that creativity 
comes from paying attention to 
what happened before us and what 
is happening around us across all 
disciplines and domains, even 
if, and sometimes especially if, 
there is no obvious connection to 
what we’re doing, or trying to do. 
We don’t have to be lone, genius 
innovators because, quite frankly, 
they don’t exist.
Ryan Schleicher is 800-CEO-
READ’s corporate learning 
accounts manager and PR direc-
tor.

•••
The HappThe HappThe H iness of Pursuit: 

Finding the Quest That Will 
Bring Purpose to Your Life by 
Chris Guillebeau, Harmony Books, 
292 pages, $25.00, Hardcover, 
September 2014, 9780385348843. 
Reviewed by Sally Haldorson.

Chris Guillebeau didn’t know 
he had set out on a quest to travel 
to every country in the world 
until he had traveled to the first 
50. At that point, he realized he 

could achieve the kind of goal that 
at one time might have seemed 
indomitable. But, Guillebeau 
writes: “Experience produces con-
fidence, and confidence produces 
success.”

To have traveled the world 
over, literally, brings to mind a 
super hero or Indiana Jones-type 

adventurer, 
but I’ve had 
the pleasure 
of meeting 
and talk-
ing with 
Chris and I 
don’t think 
he would 
mind me 
telling you 

that he is pretty much a regu-
lar guy. And that fact is key to 
the message of The Happiness 
of Pursuit, as well as his other 
books, The Art of Non-Conformity
and The $100 Startup. Anyone, 
Guillebeau tells us, can set out on 
a quest and pursue adventure. And 
everyone, he assures us, has a call-
ing (in any form, big or small) and 
the capability to answer that call. 

The Happiness of Pursuit drops 
us directly into Chris Guillebeau’s 
quest. He has arrived in Dakar, 
on his way to Guinea-Bissau, the 
only country in Africa he has yet 
to visit. But this book is less a 

memoir of Guillebeau’s travels, 
and much more a celebration and 
recitation of the quests that other 
“regular” people undertake in an 
effort to bring meaning into their 
lives. 

Why are we recommending 
this book to a business audience? 
Because Guillebeau has long since 
encouraged people in business 
to work differently, to push the 
boundaries of what is comfort-
able, in order to scratch what-
ever itch they become obsessed 
with in the name of innovation, 
creativity or self-fulfilment. Now 
Guillebeau extends his encourage-
ment beyond the workplace and, in 
his humorous and accessible style, 
argues again that the solution to 
discontent isn’t passivity or fatal-
ism: “Metaphorically, discontent 
is the match and inspiration is the 
kindling. When discontent leads to 
excitement, that’s when you know 
you’ve found your pursuit.”

Intimidated? You needn’t be, 
because the stories told within 
The Happiness of Pursuit range The Happiness of Pursuit range The Happiness of Pursuit
between the everyday quest (Sasha 
Martin, in a rut in Tulsa, decides to 
make and serve a full meal from 
every country in the world for 195 
weeks, and Alicia Ostarello, single 
and frustrated in San Francisco, 
California, visits all 50 states and 
goes on a date in each) to the mind-

boggling (John “Maddog” Wallace 
has run over 300 marathons, and 
Tom Allen took a cycling trip 
around the world despite little 
experience biking) to the famous 
(Chris McCandless’ fatal adven-
ture in Alaska) to the manageable 
(making a “bucket” list and check-
ing off each small change one 
by one, or setting out to acquire 
enough rejections—manuscript 
submissions or just asking for a 
discount—so that rejection itself 
doesn’t hurt so much.) 

Quests can also be inspired 
by a desire to improve the world. 
Consider Scott Harrison, who start-
ed the nonprofit Charity: Water, or 
Miranda Gibson, who took up 
residence in a eucalyptus tree on 
Tasmania to protest industrial log-
ging. Guillebeau isn’t requiring 
us to lay down our lives; he is 
simply encouraging us to seek 
meaning, however that is defined 
for us as individuals: “Not every 
calling is religious or explicitly 
moral. People who are nonreli-
gious, or whose religious practice 
is more personal, also speak of 
embracing a calling when they 
inch closer towards the goals they 
set. Whether it’s writing, crafting, 
or saving the world, submitting 
to a purpose greater than yourself 
can prove fulfilling.”

Guillebeau organizes his book 
in three sections: Beginnings, 
Journey and Transformation, fol-
lowing the classic narrative arc 
of adventure stories. Within each 
section are thoughtful and enter-
taining chapters, most notably, 
“Defining Moments,” which tack-
les the sobering topic of mortality 
as a prime motivator. Guillebeau 
believes that “the more we’re emo-
tionally aware of our own mortal-
ity, the more we feel compelled to 
live with a sense of purpose.” And 
the included stories make clear 
that we should not wait until the 
end of our lives to live them. 

Many of us feel overwhelmed 
by the idea of setting forth on 
a lifelong, or even a yearlong, 
quest. Guillebeau offers methods 
to reduce the stress, finance the 
journey, and manage the details, 
as well as a handy chart to inspire 
your own choice of adventures. 
After all, he has traveled to nearly 
200 countries: he knows something 
about packing light while gaining 
a world’s worth of self-reliance, 
perspective and satisfaction, all of 
which he wishes for you, as well.
Sally Haldorson is 800-CEO-
READ’s general manager, and 
in-house editor of The 100 Best 
Business Books of All Time.
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       HURRY, OFFER ENDS ON OCTOBER 31, 2014

Prices are per person; cruise only, based on double occupancy, and interior stateroom. Offer applies to all sailings, excluding Quantum of the Seas, Anthem of the Seas, and all China departures. Offer Prices are per person; cruise only, based on double occupancy, and interior stateroom. Offer applies to all sailings, excluding Quantum of the Seas, Anthem of the Seas, and all China departures. Offer 
applies to all stateroom categories. Offer excludes third and higher occupancy guests. Cruise must be booked October 2 - 31, 2014 (the “Offer Period”). Offer provides for 50% off cruise fare of second 
guest booked in the same stateroom as a first guest who books at full fare. All other charges, including, but not limited to, taxes, fees and port expenses, are additional and apply to all guests. If booking 
ChoiceAir alongside this offer, an additional 5% off the discounted cruise fare for the 1st and 2nd guests will be applied. Promo Code OCTOBERAIR must be entered to receive additional discount. To 
receive discount, guest must book air travel through ChoiceAir. After ChoiceAir air travel is booked, Royal Caribbean will apply savings to the cruise fare if the cruise fare has not yet been paid in full 
or will issue a credit to the guest’s method of payment if the cruise fare has been paid in full. Credit not redeemable for cash and is non-transferable. Cancellation of ChoiceAir will result in removal of 
offer. For ChoiceAir program details, visit choiceair.com. Buy One, Get One 50% off is combinable with Crown & Anchor discounts or NextCruise offers and benefits. Buy One, Get One 50% off offer is 
not combinable with restricted rates (for example, Seniors, Residents, Military, BOGO, Kids Sail Free). However, ChoiceAir offer is combinable with restricted rates. Offer applies to new, individual and 
named group bookings confirmed at prevailing rates. Individual reservations can be transferred into an existing group, assuming required criteria are met. Offer available to residents of the United States or 
Canada. Prices and Offer are subject to availability and change without notice; capacity controlled, and may be withdrawn at any time. Royal Caribbean International reserves the right to correct any errors, 
inaccuracies or omissions and to change or update fares, fees and surcharges at any time without prior notice. WOW is a registered trademark of Royal Caribbean International. ©2014 Royal Caribbean 
Cruises Ltd. Ships’ registry: The Bahamas. 14040781 • 9/26/2014
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I went to a networking meet-
ing last week hosted by a formal 
networking organization called 
Business Network International. 
Many of you know this group. 
They have meetings all over the 
world. This particular chapter 
meeting was in New York City 
and was populated by sophisti-
cated business people who were 

on fire.
N O T E 

WELL: NYC 
b u s i n e s s 
people, in 
general, take 
no prisoners. 
This BNI 
chapter takes 
no amateurs. 

And their meetings are exception-
ally well structured. 

I went as a guest — without an 
agenda — just to meet people and 
provide value.

HISTORY: I began my net-
working career more than 25 
years ago, so I consider myself 
a relatively sophisticated meeting 
attendee. This particular meeting 

is a pure networking group, rather 
than a social networking event, 
like a chamber of commerce meet-
ing or an association meeting.

The group predominantly 
meets to give business and get 
business. My interest was to meet 
new people and observe how the 
meeting was run.

Before we get too deep into 

BNI and the NYC group, I’d like 
to review some networking imper-
atives in case you’re about to go to 
one of these meetings.

NOTE WELL: Most people 
take networking for granted and 
think of it more as a place to meet 
friends and clients rather than cap-
ture an opportunity. They also fail 
to realize that people, whether you 
know them or not, are cultivating 
an impression of you — not just 
about what you look like, but also 
based on how you act and how 
you dress. 

Your physical presence, your 
physiology and your communi-
cation prowess can determine 
whether the outcome is business 
or no business. 

These are my top 9.5 rules for 
achieving positive and profitable 
networking results:

1. I shake and look. When I 
shake someone’s hand, it’s a firm 
grasp and a direct look in the eye.

2. I smile. Even in New York 
City. I found that by giving a 
smile, I get a smile.

3. I ask before I tell. Whether 
I ask for their name, or a simple 
“how are you?” I want to hear the 
other person before they hear me.

4. I give before I get. I have 
always tried to make connections 
for others before I ask for one 
myself. 

5. I don’t make small talk. I 
make big talk. I don’t want to talk 
about the weather. I want to talk 
about life and business life.

6. I want to make certain 
that I take a “next step” if the 
opportunity is there. Anything 
from a simple exchange of busi-
ness cards, to a cup of coffee, to 
an office meeting, to an invite to 
a social event — I want to make 
sure that my objective is achieved 
before I leave to talk to the next 
person.

7. Known or unknown? That 
is the question. I prefer to invest 
the majority of my networking 
time with people that I do not 
know. The reason is that I tend 
to make small talk with people 
that I know and bigger talk with 
people that I don’t know. My per-
sonal rule has always been, small 
talk leads to small business or no 
business and big talk leads to big 
business, or the opportunity for 
big business.

8. I like everyone and quali-
fy no one. If you like people, it’s 
likely they will like you back. If 
you try to qualify people (by ask-
ing them questions about money 
or circumstance), their guard will 
go up. 

9. Every connection need not 
be a sale. Make friends, build 
rapport, and provide value to 
everyone without prejudging or 
qualifying them. I refer to it as: 

Networking works better when you follow the rules

JEFFREY
 GITOMER

see GITOMER next page
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“the rule of you never know.” 
And “you never know” has no 
time limit. Sometimes “you never 
know” happens in a week, and 
sometimes it happens five years 
later. That’s why it’s called “you 
never know.” 

9.5. I am brief. Time alloca-
tion at a networking event is not 
an option. If there are 60 people 
in the room and the meeting lasts 
for one hour, you have one minute 
per person if you want to meet 
everyone. If you take five minutes 
with each person, you can only 
meet 12 people. The choice is 
yours, but be aware of time. 

I’ve just given you the param-
eters, the guidelines and the rules 

that I have personally been follow-
ing for 25 years. There are other 
rules and you can find them in my 
Little Black Book of Connections, 
but these are the major ones that 
will make connections, make 
appointments, build relationships 
and ultimately make sales. 

Next week I am going to talk 
about why the BNI meeting was 
incredible, and how you can learn 
from it. Stay tuned.

Jeffrey Gitomer is the author of 12 
best-selling books including The 
Sales Bible and Sales Bible and Sales Bible The Little Red 
Book of Selling. His new book, 
21.5 Unbreakable Laws of Selling
is now available as a book and an 
online course at www.gitomerVT.
com. 
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income tax-free.
  Now, I don’t recommend that 
every retirement dollar you set 
aside be in a max-funded, tax-
advantaged insurance policy. But 
these policies can be a powerful 
part of your retirement strategy, 
protecting you from the hit you 
might otherwise take from big 
taxes.

Whatever approach you decide 

to take with your retirement dol-
lars, take the time to explore your 
options. Because how much more 
peace of mind will you have if you 
don’t have to worry about increas-
ing taxes eating away at your 
distributions? Empower yourself 
so you won’t outlive your money, 
but so you can enjoy your retire-
ment nest egg as long as you live 
and have more than enough to 
pass along to your loved ones.
Douglas R. Andrew is a best-sell-
ing author, radio talk show host 
and abundant living coach.

ANDREW 
from page 15

taking it seriously? 
That is not how Christianity 

moved from its centuries-long 
embrace of violence, crusades, 
inquisitions, witch-burning and 
intolerance to its modern state. 
On the contrary, intellectuals and 
theologians celebrated those ele-
ments of the religion that were 
tolerant, liberal and modern, and 
emphasized them, all the while 

giving devout Christians reasons 
to take pride in their faith. A simi-
lar approach  —  reform coupled 
with respect  —  will work with 
Islam over time.

The stakes are high in this 
debate. You can try to make news 
or you can make a difference. I 
hope Maher starts doing the lat-
ter.

Fareed Zakaria’s email address is 
comments@fareedzakaria.com.
     

(c) 2014, Washington Post Writers Group     

Gelt Inc., a Los Angeles-based 
real estate investment and asset 
management firm, has acquired 
Murray Ridge Apartments, a 247-
unit apartment community in Salt 
Lake City, for $25.5 million.

Located at 4120 S. 500 E., 
the complex includes 22 buildings 
on 10.36 acres. The property was 
developed in two phases with 103 
units built in 1973 and 144 units 
built in 1977. Its on-site ameni-
ties include a fitness center, club-
house, barbecue areas, business 
center and swimming pool.

“Salt Lake City is a very 
hot market that we have aggres-
sively pursued over the past two 
years,” said Keith Wasserman, a 
partner at Gelt. “We are pleased 
to acquire this prime property at 
significantly below replacement 
cost and at an excellent basis as 

very little product trades hands 
and many transactions occur off-
market.”

The previous owners invested 
$3 million from 2007 to 2014 in 
Murray Ridge, including asphalt 
resurfacing, interior upgrades to 
some units, renovations to the 
leasing office and clubhouse areas, 
and pool upgrades. Gelt plans to 
make additional capital improve-
ments to some of the units, as well 
as upgrades to common areas and 
landscaping.

Wasserman observed that the 
Salt Lake market offers strong 
real estate investment fundamen-
tals, including one of the lowest 
unemployment rates in the nation, 
highly educated workforce, surg-
ing population growth and overall 
quality of life.

Murray apartment complex sold
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Calendar
October 20-21

“Africa’s Future in the 
Global Economy,” co-sponsored 
by the Council of American 
Ambassadors and the Hinckley 
Institute of Politics. Location is 
the Spencer Fox Eccles Business 
Building Auditorium, 1655 
Campus Center Drive, Salt Lake 
City. Details are at www.hinckley.
utah.edu.

October 21, 7:30-9 a.m.October 21, 7:30-9 a.m.
Women’s Business Center 

Business Women’s Forum 
(BWF) October Breakfast, a 
Salt Lake Chamber event. Topic 
is “From Blogging to Business,” 
featuring a panel discussion fea-
turing Salt Lake City bloggers 
from fashion, lifestyle and food. 
Cost is $15 for BWF members, 
$20 for nonmembers. Details are 
at slchamber.com.

Oct. 21, 11:30 a.m.-1 p.m.Oct. 21, 11:30 a.m.-1 p.m.
MountainWest Capital 

Network (MWCN) 2014 Utah 
100 Awards, which recognize 
Utah’s fastest-growing compa-
nies. Location is Grand America 
Hotel, 555 S. Main St., Salt Lake 
City. Cost is $125 for MWCN 
members, $140 for nonmembers. 
Details are at www.mwcn.org.

October 21-22
“Energy Excursion: Utah’s 

Coal Economy,” presented by 
the Salt Lake Chamber and the 
Utah Office of Energy, featuring 
a trip to Utah’s coal country and 
southeastern energy-producing 
counties. The policy-centered 
excursion’s itinerary will feature 
a look at unique energy, outdoor 
recreation and tourism, regulatory, 
water and rural economic develop-
ment issues. Cost is $500. Details 
are available at slchamber.com.

October 22, 7:30-9 a.m.October 22, 7:30-9 a.m.
Breakfast of Champions, 

a Sandy Area Chamber of 
Commerce event. Speaker is Jon 
Aubrey, executive vice president 
of AmeriBen/IEC Group, discuss-
ing “Lessons Learned from the 
Life of Steve Jobs.” Location is 
Jordan Commons Office Tower, 
ninth floor, 9350 S. 150 E., Sandy. 
Free. Details are at sandychamber.
com.

Oct. 22, 11:30 a.m.-1 p.m.Oct. 22, 11:30 a.m.-1 p.m.
CCIM Chapter Meeting.

Keynote presentation, titled 
“Agency,” will be presented by 
Scott Sabey, a shareholder at the 
law firm of Fabian & Clendenin. 
Location is Zions Bank, 1 S. Main 
St., 18th floor Founders Room, 
Salt Lake City. Cost is $25 for 
chapter members, $35 for guests. 
Details are at http://chapters.ccim.
com/utah.

October 22, 3-5 p.m.October 22, 3-5 p.m.
“Go For No: Building 

Relationships To Win More 

Sales,” a Salt Lake Chamber 
Women’s Business Center (WBC) 
event. Location is Salt Lake 
Chamber, 175 E. University Blvd. 
(400 South), Suite 600, Meeting 
Room A, Salt Lake City. Cost 
is $10. Details are at slchamber.
com.

October 22, 4-5:30 p.m.October 22, 4-5:30 p.m.
Recycling Brokerage Tour, 

a P3 Utah event. Location is 
Interwest Paper, 3975 Howick St. 
(210 W.), Salt Lake City, where 
attendees will learn about the 
recycling services ecosystems 
and supporting customers in nine 
states. Free. Registration can be 
completed at www.p3utah.org.

Oct. 23, 7:15 a.m.-3 p.m.Oct. 23, 7:15 a.m.-3 p.m.
Ninth Annual PTAC 

Procurement Symposium, 
presented by the Procurement 
Technical Assistance Centers 
(PTAC), part of the Governor’s 
Office of Economic Development 
(GOED). Theme is “Pencils to 
Planes: Getting Your Piece of the 
Government Contracting Pie.” 
Event focuses on government 
contracting and will feature break-
out training sessions, a reverse 
trade show, keynote speaker Gov. 
Gary Herbert, and PTAC awards. 
Featured presenter is Joshua Frank, 
principal and founder of RSM 
Federal. Featured speakers are 
Karen Gunn of the Goldman Sachs 
10,000 Small Businesses Program 
and Natalie Kaddas, general 
manager at Kaddas Enterprises. 
Location is South Towne Expo 
Center, 9575 S. State St., Sandy. 
Cost is $50, $40 per person for 
people from the same company. 
Details are at business.utah.gov/
ptac.

October 23, 8-10 a.m.October 23, 8-10 a.m.
“Create Success: Intellectual 

Property Protection for Growth 
Technology Companies.”
Andrew W. Buffmire and Michael 
R. Langer, attorneys at Michael 
Beset & Friedrich LLP, will dis-
cuss the increased value of IP 
assets to a company’s worth, pro-
tectable IP assets and how they can 
be protected, the unique qualifica-
tions for patent attorneys and why 
they specialize by technologies, 
and how to structure a technology 
enterprise and its IP assets for ini-
tial and expanded financing while 
avoiding the top 10 legal and busi-
ness mistakes of growth compa-
nies. Location is the Economic 
Development Corporation of Utah 
(EDCU) board room, 201 S. Main 
St., Suite 2150, Salt Lake City. 
Free. Details are at www.utahtech.
org.

October 23, 11 a.m.-1 p.m.October 23, 11 a.m.-1 p.m.
“Can We Truly Multitask?”

a multi-chamber “Business 
Matters” luncheon with speaker 
David Strayer, professor of cogni-
tion and neural science. Hosted by 

the West Jordan, Kearns Township, 
Taylorsville City, West Valley City, 
South Jordan, Southwest Valley 
and Jordan Area chambers of com-
merce. Location is Conservation 
Garden Park, 8275 S. 1300 W., 
West Jordan. Cost is $20 with pre-
paid RSVP, $30 day of the event 
(space permitting). RSVPs can be 
completed at info@westjordan-
chamber.com.

October 23, 5-7 p.m.ctober 23, 5-7 p.m.
Business After Hours, a Salt 

Lake Chamber event. Location is 
the Natural History Museum of 
Utah, 301 Wakara Way, Salt Lake 
City. Cost is $7 for members, $20 
for nonmembers. Details are at 
slchamber.com.

Oct. 25, 8:30 a.m.-5 p.m.ct. 25, 8:30 a.m.-5 p.m.
Big Mountain Data & SQL 

Saturday, an event designed to 
help data professionals learn more 
about new and existing technolo-
gies. Location is the University 
of Utah’s Spencer Fox Eccles 
Business Building, 1768 Campus 
Center Drive, Salt Lake City. 
Details are at www.utahgeekev-
ents.com.

October 25, 6 p.m.ctober 25, 6 p.m.
Signature Chefs Gala of 

Utah 2014. Event features the 
state’s culinary masters during an 
evening of wine, cocktails and 
dining to benefit the March of 
Dimes programs in Utah. Location 
is Grand America Hotel, 555 S. 
Main St., Salt Lake City. Details 
are available by calling Tina 
Baucum at (801) 509-3172.

Oct.28, 11:30 a.m.-1 p.m.ct.28, 11:30 a.m.-1 p.m.
Women in Business 

Luncheon, a Sandy Area Chamber 
of Commerce event. Speaker is 
Becky Kapp of Salt Lake County 
Aging and Adult Services. 
Location is Country Inn & Suites, 
10499 South Jordan Gateway, 
South Jordan. Cost is $20 for 
members, $25 for guests. Details 
are at sandychamber.com.

Oct. 29, 8:30-10:30 a.m.ct. 29, 8:30-10:30 a.m.
“Five Ways to Grow Your 

Business in 90 Days,” a West 
Jordan Chamber of Commerce 
workshop. Location is the Sandy 
Chamber of Commerce, 9350 S. 
150 E., Suite 580, Sandy. Cost 
is $19. Registration can be com-
pleted at Eventbrite.com.

October 29, 3-5 p.m.ctober 29, 3-5 p.m.
“Ditch Policies, Build a 

Culture,” a Salt Lake Chamber 
Women’s Business Center (WBC) 
event. Location is Salt Lake 
Chamber, 175 E. University Blvd. 
(400 South), Suite 600, Meeting 
Room A, Salt Lake City. Cost 
is $10. Details are at slchamber.
com.
Oct. 30, 11:30 a.m.-1 p.m.Oct. 30, 11:30 a.m.-1 p.m.

Networking Luncheon/
Roundtable Discussion, a West 
Jordan Chamber of Commerce 
event. Location is Chili’s in Jordan 
Landing, 3629 W. Center Park 
Drive, West Jordan. Details are at 
westjordanchamber.com.

November 1, 6 p.m.November 1, 6 p.m.
109th Annual Utah 

Manufacturers Association 
Awards and Installation Banquet. 
Activities include a social at 6 
p.m., with dinner at 6:45 p.m. 
Location is Little America Hotel, 
500 S. State St., Salt Lake City. 
Cost is $100 per person, $850 
for a table of 10. Sponsorships 
are available. Registration can be 
completed at uma@umaweb.org.

Nov. 3, 11:30 a.m.-2 p.m.Nov. 3, 11:30 a.m.-2 p.m.
Rural Utah International 

Business Forum, a World Trade 
Center Utah event. Agenda fea-
tures “Every Business is an 
International Business,” a presen-
tation by Derek Miller, president 
and chief executive officer of the 
World Trade Center Utah, and 
a business workshop titled “10 
Tips to Think, Act and Succeed 
Globally.” Event is not just for 
business leaders but for anyone in 
the community who cares about 
the economy. Location is Vernal 
City Offices, 374 E. Main St., 
Vernal. Free, but registration is 
limited to the first 90 people. 
Registration can be completed at 
Eventbrite.com.

November 3-4
“USTAR Confluence: 

Where Research Meets 
Commercialization,” a sym-
posium to stimulate innovation, 
collaboration and commercial-
ization and build entrepreneurial 
excitement. Event will include 
science and technology leaders, 
industry sponsors, angel and ven-
ture capital investors and gov-
ernment stakeholders. Location 
is James L. Sorenson Molecular 
Biotechnology Building, 36 S. 
Wasatch Drive, Salt Lake City. 
Details are available at www.inno-
vationutah.com.

Nov. 5, 11 a.m.-3 p.m.Nov. 5, 11 a.m.-3 p.m.
“Hero 2 Hired” Job Fair, for 

veterans, active duty military mem-
bers, Guard and Reserve members 
and military spouses. Event is con-
ducted by the Utah Veterans and 
Military Employment Coalition; 
the Utah Committee for Employer 
Support of the Guard and Reserve 
(ESGR); Hero 2 Hired; the Utah 
Department of Veterans’ Affairs; 
the Utah Department of Workforce 
Services; the Salt Lake, Davis, 
and Ogden Weber chambers of 
commerce; the Department of 
Labor’s Veterans’ Employment 
and Training Service (DOL 
VETS); and the U.S. Department 
of Veteran Affairs. Location is 
South Towne Expo Center, 9575 

S. State St., Sandy. Free. Details 
are available by calling (801) 432-
4242 or (801) 432-4536.

November 7, 8:45-11 a.m.November 7, 8:45-11 a.m.
“Networking Without 

Limits,” a Salt Lake Chamber 
networking event. Jim Woodard 
of CCI Mechanical Services will 
present “Building Better Business 
Relationships.” Location is the 
Salt Lake Chamber, 175 E. 400 
S., Suite 600, Salt Lake City. Cost 
is $15 for chamber members, $20 
for nonmembers. Details are at 
slchamber.com.

November 7, 6-9 p.m.November 7, 6-9 p.m.
Utah Technology Council 

(UTC) Hall of Fame Celebration.
Black-tie event will honor indi-
viduals with Utah ties who have 
made global contributions to the 
information technology and life 
science industries through new 
technology, innovation and lead-
ership. Keynote speaker is Marc 
Benioff, chief executive officer 
and cofounder of Salesforce.com. 
Location is Grand America Hotel, 
555 S. Main St., Salt Lake City. 
Cost is $300 for UTC members, 
$450 for nonmembers. Details are 
at www.utahtech.org.

Nov. 11, 10 a.m.-1 p.m.Nov. 11, 10 a.m.-1 p.m.
Emerging Workforce 

Study Briefing, a Salt Lake 
Society for Human Resource 
Management (SHRM) event. 
Location is Radisson Hotel, 215 
W. South Temple, Salt Lake City. 
Reservations may be made at 
SLSHRM.org.

Nov. 12, 11:30 a.m.-1 p.m.Nov. 12, 11:30 a.m.-1 p.m.
Networking Lunch, a Sandy 

Area Chamber of Commerce 
event. Location is Sweet Tomatoes, 
10060 S. State St., Sandy. Cost is 
$15 for members, $20 for guests. 
Details are at sandychamber.com.

Nov. 18, 8 a.m.-4 p.m.Nov. 18, 8 a.m.-4 p.m.
38th Annual American 

Express Women & Business 
Conference and Wells Fargo 
Athena Award Luncheon, 
presented by the Salt Lake 
Chamber Women’s Business 
Center. Peggy Larsen of the 
Workers Compensation Fund is 
the 2014 Athena Award recipi-
ent. Pathfinder Awards will be 
presented to Patrice Arent, Utah 
State Legislature; Juanita Damon, 
American Express; Martha Eining, 
David Eccles School of Business at 
the University of Utah; and Denise 
Winslow, Wells Fargo. Awards 
luncheon is from noon-1:30 p.m. 
Location is Little America Hotel, 
500 S. Main St., Salt Lake City. 
Cost is $75 for conference and lun-
cheon. Details and registration are 
available at http://www.slchamber.
com/womenandbusiness.
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Enabling Great Design

Dixie State University Holland Centennial Commons

RON
 DUNN

sponsored by:

Structural engineers have long been 
leaders in advancing design and evalua-
tion standards for buildings. However, the 
profession has struggled to bring about 
public awareness of the impor-
tance of resilience. For example, 
the public has the general mis-
conception that a building built 
to modern codes is "earthquake 
proof." When, in fact, the current 
code is only intended to produce 
buildings that avoid collapse in 
a large, rare event such as a 
repeat of the 1906 San Francisco earth-
quake. The possibility that hundreds or 
thousands of newer structures might 
be left uninhabitable, nonfunctional and 
essentially total losses after such an 
event is nonetheless in conformance with 
the building code's intent. It is likely, how-
ever, that such an outcome would not 
conform to the expectations of the public, 
who expect their communities and busi-
nesses to rebound quickly. Christchurch, 
New Zealand was a very recent example 
of a major city in an earthquake prone 
area that was subjected to its maximum 
credible earthquake. Only two build-
ings collapsed during the February 2011 
event, but 70 percent of the buildings in 
downtown Christchurch have now been 
demolished.

A substantial amount of research, 
effort and public opinion has gone into 
the study of how a building impacts 

the environment. However, very little 
support has rallied behind how the 
environment or natural disasters can 
impact a building. A building uses energy 

every day and minimizing this 
usage must be a good thing. 
The impact and increased energy 
required to demolish, re-fabricate 
and erect damaged buildings in 
Christchurch far exceeded any 
environmental benefit predicted 
by more efficient mechanical and 
electrical systems. 

The seismic, wind, blast and progres-
sive collapse resistive elements incorpo-
rated within a building structure remain 
essentially dormant until that event. This 
can be compared to an air bag in your 
car. The correct design and construction 
of an air bag is expected to deploy. This 
article would not be written if building 
regulations were as strict as those in 
the auto industry. Imagine if there were 
options for varying levels of deployment 
and resistance for your car’s airbag. 
What level would you purchase? Would 
you feel comfortable saving money on 
an inferior airbag system so you could 
upgrade your stereo system or purchase 
seat warmers? If you were planning on 
selling your car soon, would this affect 
your decision? After all, “your car is work-
ing." Don’t wait for your building to be 
tested to see if it’s working, too.

Of course it is working!With a steadily recovering 
economy, banks are lending and 
are looking for qualified borrow-
ers, particularly small businesses. 
In fact, banks work with the U.S. 
Small Business Administration 
(SBA) to offer loans 
specially geared to-
wards small businesses 
looking to grow. De-
spite banks’ efforts to 
get the word out about 
SBA lending, there are 
many misperceptions 
about what an SBA loan 
is and how it works. Let 
me dispel some of the 
myths.  

Myth: It takes longer to ob-
tain an SBA loan than a conven-
tional commercial loan. 

Truth: Conventional and 
SBA loans can take a month or 
more from application to closing, 
depending on the complexity and 
collateral being offered. Approv-
al of the loans is where the tim-
ing varies. SBA’s “preferred lend-
ers” (an official designation by the 
SBA) can keep the time it takes to 
obtain approval on an SBA loan 
to that of a conventional loan. 
An SBA preferred lender acts as 
SBA’s agent and can obtain SBA 
approval within 36 hours of the 
bank’s in-house approval. SBA 
does not do any underwriting and 
instead accepts the preferred lend-
er’s underwriting.

When not working with a 
preferred SBA lender, though, 
the myth can hold true, as SBA 
has to underwrite and approve the 
loan in addition to the bank’s un-
derwriting and approval process. 
This could take a few weeks lon-
ger than a conventional commer-
cial loan or an SBA loan with a 
preferred lender.  

Myth: There is substantially 
more paperwork for an SBA loan 
than a conventional commercial 
loan. 

Truth: SBA loans require 
just two additional pages of paper-
work from the applicant than con-
ventional commercial loans do: 1. 
An IRS request for tax transcripts 
to verify tax information fur-
nished with the loan application, 
and 2. A personal history form to 
verify legal residence and check 
for criminal background. These 
simple forms do not pose substan-
tial additional burden over a con-
ventional commercial loan appli-
cation, which includes sections for 
the company’s present and histori-
cal financial info, details on the 
business model and background 
on principals.

Myth: My company is too 
big to qualify for an SBA loan.

Truth: A few years ago, the 
SBA used size and revenue guide-

lines based only on industry type, 
as determined by North Ameri-
can Industry Classification Sys-
tem (NAICS) codes, to qualify 
businesses for SBA loans. For 
example, a company in the gen-

eral building/construc-
tion industry with annual 
revenues up to $33.5 mil-
lion would be considered 
a “small business” by SBA 
standards. Retail and ser-
vice industries are typically 
limited to annual revenues 
of $7 million, while manu-
facturing and wholesaling 
industries are typically lim-

ited to 500 or fewer employees to 
qualify for an SBA loan.

However, in late 2010, an al-
ternative size standard was im-
plemented that allows businesses 
with a net worth less than $15 mil-
lion or a three-year average net in-
come of $5 million or less to qual-
ify for an SBA loan. These new 
guidelines serve as a qualifier if a 
business fails to meet the first defi-
nition of small business based on 
NAICS codes.

Don’t be deterred because 
you think you’re too big to qual-
ify. Visit www.sba.gov for addi-
tional details before you rule your 
business out.

Myth: My company’s con-
ventional loan cannot be refi-
nanced into an SBA loan.

Truth: Under the regular 
SBA Guaranteed Loan Program, a 
lender can consider a refinance or 
consolidation of existing conven-
tional debt if four requirements 
are met: 

1. The existing lender is not 
in a position to experience a loss, 

2.  The debt being refinanced 
is and has been current for the 
past 12 months (i.e., no late pay-
ments),

3.  The new loan reduces the 
payment debt service by a mini-
mum of 20 percent, and

4. The existing loan should be 
on what would be considered rea-
sonable terms.

Myth: SBA requires that all 
assets be pledged to secure the 
loan (including children, spouse, 
dog, etc.).

Truth: In most cases the lend-
er determines what collateral will 
be taken to secure the loan.  SBA’s 
regulation states that the lack of 
sufficient collateral by itself is not 
a reason for SBA to refuse to guar-
antee a loan.

Yes, in some cases a small- 
business owner may have to 
pledge both business and person-
al assets in order to obtain a loan, 
but the lender typically determines 
this.

Richard Gray is senior vice presi-
dent of SBA lending at Bank of 
American Fork.

Debunking some of those 
small business lending myths

RICHARD 
 GRAY
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Opinion

FAREED
 ZAKARIA

THOMAS
 SOWELL

Speaker of the House Tip O’Neill once 
said, “All politics is local.” That may have 
been true in Tip O’Neill’s day, but some 
elections are decisively on national issues 
— and the congressional elections this year 
are overwhelmingly national, just as the 
elections of 1860 were dominat-
ed by one national issue, namely 
slavery.

In 1860, some abolition-
ists split the anti-slavery vote by 
running their own candidate — 
who had no chance of winning 
— instead of supporting Abraham 
Lincoln, who was not pure enough 
for some abolitionists. Lincoln got 
just 40 percent of the vote, though 
that turned out to be enough to win in a 
crowded field.

But what a gamble with the fate of mil-
lions of human beings held as slaves! And 
for what? Symbolic political purity?

This year as well, there are third-party 
candidates complicating elections that can 
decide the fate of this nation for years 
to come. No candidate that irresponsible 
deserves any vote. With all the cross cur-
rents of political controversies raging today, 
what is the overriding national issue that 
makes this year’s congressional elections so 

crucial?
That issue is whether, despite all the 

lawless edicts of Pres. Obama — threaten-
ing one-man rule — we can still salvage 
enough of the Constitution to remain a free, 
democratic nation.

Barack Obama will be 
on his way out in two years but, 
if he can appoint enough federal 
judges who share his contempt 
for the Constitution’s limits on 
federal government power in gen-
eral, and presidential powers in 
particular, then the United States 
of America can continue on the 
path to becoming another banana 
republic, even after Obama has 

left the White House.
Pres. Obama understands how high 

the stakes are, which is why he is out 
fundraising all across the country — seem-
ingly all the time — even though he has 
no more elections to face himself. Obama 
came to power saying that he was going to 
fundamentally change the United States of 
America — and he intends to do it, even 
after he is gone, by giving lifetime appoint-
ments as federal judges to people who share 
his view that this country’s institutions and 
values are fundamentally wrong and need 

to be scrapped and replaced by his far left 
vision.

If only Obama’s critics and opponents 
understood this momentous issue as clearly 
as he does.

The issue is whether “we the people,” 
as designated by the Constitution, continue 
free to live our own lives as we see fit and to 
determine what laws and policies we want 
to live under.

Pres. Obama’s vision is very different. 
In his vision, our betters in Washington 
shall simply order us to live as they want us 
to live — telling us what medical insurance 
we can have, what doctors we can go to, 
what political groups shall be favored by the 
Internal Revenue Service with more of the 
same coming in the years ahead, long after 
Obama has left the White House.

Critics who deplore Pres. Obama’s 
foreign policies in general, and his weak 
response to the ISIS threat in particular, as 
showing incompetence — and who see his 
incessant fundraising as just a weird distrac-
tion — fail to understand how different his 
priorities are from theirs.

Barack Obama understands clearly that 
his ability to fundamentally remake what 
he has long seen as a deeply defective and 
corrupt America in the image of his far left 

vision depends crucially on having control 
of the Senate that has the power to confirm 
his appointments of federal judges with 
lifetime tenure. His fundraising is key to 
maintaining the Democrats’ Senate major-
ity.

Foreign policy is subordinated to 
Obama’s overriding ideological vision. The 
president will not risk losing this year’s 
congressional elections by taking military 
actions that will alienate his political base. 
Token military actions can minimize the 
political losses from other voters.

That people will die while he stalls on 
military action is a price he is willing to pay. 
His ordering thousands of American troops 
into Ebola-infested Liberia shows the same 
ideologically driven callousness.

The big question is whether those who 
wish to preserve a free America see the 
issue and the stakes equally as clearly as 
Barack Obama does — and see that this is 
the overriding national issue of our time, 
with our votes for senators not to be con-
fused by local issues.

Thomas Sowell is a senior fellow at the 
Hoover Institution, Stanford University. His 
website is www.tsowell.com. 
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When television host Bill Maher 
declares on his weekly show that “the 
Muslim world ... has too much in 
common with ISIS,” and author 
Sam Harris, a guest on the show, 
concurs, arguing that Islam is 
“the mother lode of bad ideas,” I 
understand why people are upset. 
Maher and Harris made crude 
simplifications and exaggerations. 
And yet, they were also talking 
about something real.

I know all the arguments 
against speaking of Islam as violent and 
reactionary. It has a vast following of 1.6 
billion people. Places such as Indonesia and 
India have hundreds of millions of Muslims 
who don’t fit these caricatures. That’s why 
Maher and Harris are guilty of gross gener-
alizations. But let’s be honest. Islam has a 
problem today. The places that have trouble 
accommodating themselves to the modern 
world are disproportionately Muslim.

In 2013, of the top 10 groups that perpe-
trated terrorist attacks, seven were Muslim. 
Of the top 10 countries where terror attacks 
took place, seven were Muslim-majority. 
Meanwhile, the Pew Research Center rates 
countries on the level of restrictions govern-
ments impose on the free exercise of reli-
gion. Of the 24 most restrictive countries, 
19 are Muslim-majority. Of the 21 countries 
that have laws against apostasy, all have 
Muslim majorities.

There is a cancer of extremism within 
Islam today. A small minority of Muslims 
celebrate violence and intolerance and har-
bor deeply reactionary attitudes toward 
women and minorities. While some con-

front these extremists, not enough do so 
and the protests are not loud enough. How 

many mass rallies have been held 
against the Islamic State (also 
known as ISIS) in the Arab world 
today?

The caveat, “Islam today,” 
is important. The central problem 
with Maher’s and Harris’ analysis 
is that it takes a reality  —  extrem-
ism in Islam  —  and describes it 
in ways that suggest it is “inher-
ent” in Islam. Maher says Islam is 

“the only religion that acts like the Mafia, 
that will [expletive] kill you if you say the 
wrong thing, draw the wrong picture or 
write the wrong book.” He’s right about the 
viciousness, but wrong to link it to “Islam”  
—  instead of “some Muslims.” Trust me, 
Bill, if 1.6 billion Muslims felt this way, you 
would be dead already. 

Harris prides himself on being highly 
analytic  —  with a Ph.D., no less. I 
learned in graduate school that you can 
never explain a variable phenomenon with 
a fixed cause. So, if you are asserting that 
Islam is “inherently” violent and intolerant  
—  “the mother lode of bad ideas”  —  then, 
since Islam has been around for 14 centu-
ries, we should have seen 14 centuries of 
this behavior.

Harris should read Zachary Karabell’s 
book Peace Be Upon You: Fourteen 
Centuries of Muslim, Christian and Jewish 
Conflict and Cooperation. What he would 
discover is that there have been wars but 
also many centuries of peace. There were 
times when Islam was at the cutting edge of 
modernity and periods, like today, when it is 

the great laggard. As Karabell explained to 
me, “If you exclude the last 70 years or so, 
in general the Islamic world was more toler-
ant of minorities than the Christian world. 
That’s why there were more than a million 
Jews living in the Arab world until the early 
1950s  —  nearly 200,000 in Iraq alone.”

If there were periods when the Islamic 
world was open, modern, tolerant and 
peaceful, this suggests that the problem is 
not in the religion’s essence and that things 
can change once more. So why is Maher 
making these comments? I understand that 
as a public intellectual he feels the need to 
speak what he sees as the unvarnished truth 

(though his “truth” is simplified and exag-
gerated). But surely there is another task 
for public intellectuals as well  —  to try to 
change the world for good.

Does he really think that comparing 
Islam to the Mafia will do this? Harris 
says that he wants to encourage “nominal 
Muslims who don’t take the faith seriously” 
to reform the religion. So, the strategy to 
reform Islam is to tell 1.6 billion Muslims, 
most of whom are pious and devout, that 
their religion is evil and they should stop 

Just like 1860, third parties are complicating this year's election

Maher, Harris muddy the waters with unthinking Islam rhetoric
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  I often talk to people who feel pretty 
secure about their future — they’ve got 
a good nest egg going in their traditional 
401(k) or IRA — and they assume they’ll 
have enough to last throughout their 
retirement years. But one question 
always comes up: What about the 
future impact of taxes?

They see the signs — govern-
ment overspending on everything 
from war to healthcare, financial 
instability around the world, chronic 
unemployment across the country. 
Doesn’t that foretell higher taxes? 
The answer is most likely a big 
fat “yes.” But then they say, “That’s OK, 
because I’ll be in a lower tax bracket when 
I retire, right?” The answer to this one is 
likely a big fat "no." Suddenly that sense of 
security they had about their future? Not so 
secure anymore. If you’re like these folks, 
you might do well to consider alternative 
ways to pursue a tax-advantaged retire-
ment.

Let’s first look at what happens to most 
people in their supposed golden years. You 
may not realize that when you reach retire-
ment, you may lose many of the deductions 
you once enjoyed, such as home mortgage 
interest, dependents and retirement plan 
contributions.  And if you’re a business 
owner, you’ll be losing even more deduc-
tions. Although you may have less income 
during retirement, your taxable income may 
be just as high or higher.

If you don’t take action to avoid paying 
excess tax, you’ll likely be in for a rather 
unwelcome surprise during your retirement 
years, which could result in living a lower 
lifestyle, or worse, outliving your money. 
No matter how you look at it, paying less in 
taxes means keeping more for yourself.

In my opinion, as part of a solid tax-
reducing retirement strategy, people should 
take a serious look at financial vehicles 

like max-funded, tax-advantaged (MFTA) 
insurance contracts.  Along with their 
important death benefit, these contracts can 
be structured to hold money set aside for 

retirement.  When structured 
correctly and funded properly, 
these contracts shelter retirees 
from the danger of increasing 
taxes.

To illustrate: Let’s look 
at the difference between a 
401(k) and MFTA approach. 
With the 401(k), in order to 
net $100,000, you would need 
to pull $150,000 out of your 

401(k).  In other words, you’d be sending 
$50,000 (or one-third of your money) in 
taxes to Uncle Sam. With a properly struc-
tured MFTA insurance contract, a loan of 
$100,000 equals $100,000.  Zero dollars go 
to taxes. (A loan on your MFTA is one of 
the ways to access the money in your policy 
— a larger topic for another day.)

You see, money put into these insurance 
contracts has already been taxed at today’s 
rates, not tomorrow’s.  With tax rates like-
ly going up in the future (to unknown 
amounts), getting taxes over and done can 
be financially critical.  Another advantage? 
Money taken out of your contract — when 
done optimally, in accordance with Internal 
Revenue Code guidelines — is not regarded 
as taxable income, as opposed to income 
from a traditional IRA/401(k).  You can 
also access your money tax-free using sev-
eral different methods (like the loan men-
tioned earlier). And with industry laws and 
regulations that have been in place for more 
than 100 years, the money that accumulates 
inside of a life insurance policy does so 
tax-favored. Finally, when you pass on, the 
money in your insurance policy transfers 
to your heirs and beneficiaries completely 

We know that qualified retirement plans 
and IRAs are prime long-range savings 
vehicles — we use them to accumulate 
assets and invest for the future. So why 
aren’t some of us amassing the 
retirement nest eggs that we 
should? Why did retirement 
account balances decline from 
2010-13? 

Looking at Federal Reserve 
data, the influential Center for 
Retirement Research at Boston 
College noticed something 
unsettling. In that period, the 
average 401(k)/IRAs balance of 
a household headed by someone aged 55-64 
fell $9,000.

Wait a minute – haven’t we just wit-
nessed a raging bull market? How could 
this be?

Moreover, why was the average aggre-
gate 401(k)/IRAs balance of such a house-
hold just $111,000 at the end of 2013? These 
were baby boomers nearing retirement age.

During 2010-13, the S&P 500 jumped 
56 percent. On that factor alone, the average 
total retirement account balance for these 
households should have swelled to at least 
$187,000 from the 2010 starting point of 
$120,000.

That wasn’t the only factor in play, 
however. The CRR’s Alicia Munnell — a 
nationally respected authority on retire-
ment accounts and retirement saving — has 
pinpointed some reasons for the shortfall. 
Leaks, loans, fees, interruptions and for-
eignness. At MarketWatch, Munnell looked 
at a mock 60-year-old who could have 
enrolled in a 401(k) plan in 1982. (That 
was when those retirement accounts first 
emerged.) This hypothetical boomer was 
plainly average, earning Social Security’s 
average wage for 31 years while deferring 
6 percent of salary into the account.

This boomer’s investment allocation? 
Right down the middle, a 50/50 mix of 
equities and debt instruments. Throw in a 
50 percent employer match during those 31 
years, run the numbers using real-life returns 
across those 31 years, and our theoretical 
boomer should have amassed $373,000 by 
the end of 2013. That is 3.36 times as much 
as the household average noted by the Fed 
in its 2013 Survey of Consumer Finances 
— and for an individual aged 55-64, the 
average total 401(k)/IRAs balance was even 
lower at $100,000.

Even over 31 years of saving, a $273,000 
disparity in retirement assets is too large to 
attribute simply to the lack of an employer 
match or a portfolio’s allocation. Munnell 
sees other dynamics promoting the gap.

Do investment fees come into play? Oh, 
yes. In Munnell’s example, fees are the big 
culprit. Investment expenses (based on data 
from the Investment Company Institute) eat 

up $59,000 of the potential balance over 
these 31 years. So that takes $373,000 down 
to $314,000.

Loans and other withdrawals exert an 
effect. The CRR finds that 1.5 percent 
of retirement plan assets “leak out” 
annually. Putting that 1.5 percent to 
work in the example, these leaks cut 
the mock boomer’s total 401(k)/IRAs 
balance further to $236,000.

Too many people don’t (or can’t) 
contribute steadily to retirement 
plans, so Munnell calculates a 30 
percent non-participation rate into 

the equation. (Since 2000, Vanguard has 
consistently reported that level of non-
participation in its workplace retirement 
plans.) That leaves $165,000.

Finally, there is foreignness. It took 
a while for IRAs and 401(k)s to be fully 
embraced as default retirement savings 
vehicles; in the 1980s, contribution rates 
were lower as a byproduct. Munnell chalks 
up $65,000 of lost gains to that  historical 
factor to arrive at the average individual 
total 401(k)/IRAs balance of $100,000 cited 
by the Fed.

Hasn’t auto-enrollment worked? Thanks 
to federal law, many employers have been 
able to automatically enroll workers in 
qualified retirement plans at a 3 percent 
contribution rate since 2006. The downside 
of auto-enrollment is that some of the auto-
enrolled “set it and forget it,” never increas-
ing that contribution rate through the years. 
This could also factor into the lower-than-
expected account holdings.

One asterisk about all this. The CRR 
only studied working households that held 
both IRAs and 401(k)s. It didn’t incorporate 
households headed by retirees or house-
holds that may have rolled over workplace 
retirement plan assets into IRAs into its data 
set.

Regardless of these numbers, we all 
have to fund our retirements. Some econo-
mists and financial professionals are highly 
critical of the current retirement savings 
vehicles, but whether they like them or not, 
it is certain that these retirement accounts 
offer remarkable potential to grow wealth 
in the long term through equity investment 
and compounding. While the center’s find-
ings are disconcerting, the takeaway here is 
that consistent and early contribution, lower 
fees and avoiding withdrawals can make a 
big difference in retirement account bal-
ances.

Mark Lund is the author of The Effective 
Investor and provides 401(k) consulting Investor and provides 401(k) consulting Investor
for small businesses and investment advi-
sory services through Stonecreek Wealth 
Advisors Inc. in Utah.

How to protect yourself from 
unnecessary taxes in retirement

Be careful not to outlive your 
nest egg: Examining the 
retirement account shortfall
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 Charron Sweat-Myers is a human resources recruiter with Zions 
Bank. With more than seven years of recruiting experience, she special-
izes in finance, banking and accounting recruiting.
 Sweat-Myers currently coordinates the talent management for Zions 
Bank’s Real Estate Banking, Commercial and Industrial Lending, Zions 
Bank Investment, and the Corporate Marketing and Communications 
groups. She enjoys finding talented people and helping them with the 
next steps in their careers.
 She has helped multiple companies across the Salt Lake valley in 
their quest to find great talent, including Dyno Noble, Alsco, CIT Bank, 
GE Capital, Basic Research, Extra Space Storage and Select Portfolio 
Servicing.
 She volunteers at the Utah Art’s Festival, and at The Road Home. She 
is also passionate about supporting programs that promote education.
 Sweat-Myers holds a bachelor’s degree in philosophy from Utah 
State University and is a Kappa Delta Sorority alumna.
 Charron Sweat-Myers may be reached at Zions Bank: 
 Charron.Myers@zionsbank.com • 801/215-0029

Media Sponsor
“Influencing the success of the commercial real estate
 industry by advancing the achievements of women.”
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Time Commercial
 Real Estate is hiring.

 •  Competitive Splits
 •  Great Centralized 
  Location 
 •  Free In-house Packaging  
  and IT assistance
 •  Free In-house CE Credits  
  and Training
 •  Free Advertising
 •  Free CoStar and LoopNet
  •  Some Private Offices   
  Available

Contact Daniel Griffee
801-259-12366

for a confidentail interview

Barbary Coast Saloon
4242 South State St

Murray, Utah

Features:
	 •	Full	service	liquor	license
	 •	2	full	kitchens
	 •	New	patio	kitchen
	 •	Outdoor	stage
	 •	Great	location
	 •	Owner	financing

Make Offer
MLS # 1237022

Salt Creek Lounge & RV Park
Nephi,	Utah
2.45	acres

Features:
	 •	10,500	sq.ft.	log	facility
	 •	w/400	seating	capacity
	 •	Full	liquor	license
	 •	18	RV	spaces	w/	room	to	expand
	 •	Across	from	golf	course
	 •	Owner	financing	available

Just Reduced!

$799,000
MLS # 1232260

Daniel C. Griffee
512 E. 4500 So. Ste. 250
Murray, Ut 84107
www. TimeCommercial.com

Office: 801-563-8280
Mobile: 801-259-1366
dangriffee@hotmail.com

Vine Street
Courtyard 
Apartments
Old Town Tooele, Utah

Sugar 
House 
Bakery

and Duplex

Kensington
Office Building

15 Apartments and
5 Retail Spaces
Good Return on 

Investment
$1,100,000

7.8 CAP Rate

Lynn Rasmussen,
Realtor

801-231-9984

1512-1524 So. 1100 East
Salt Lake City, UT

$14 sf modified gross
Will remodel 
to suit tenant

870 sf / 870 sf 
929 sf / 952 sf

Great Walkable 
Community
$499,000

Neighborhood
 Commercial

I buy 
apartments 
and hotels!

25 Units plus

Contact Brandon Wixom
801-864-2626
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COMMERCIAL DIVISION 
1414 E. Murray Holladay Road 

801-278-4414 

Office Condo For Sale/Lease 
5292 S. College Dr #101 (500 W) 

  6287 SF- Main floor office 
-High end tenant finish   
-14 + private office  
-2 large work areas 
-Underground parking 

 

 High End Office Space For Lease 
6740 South 1300 East-Salt Lake City 

Kym McClelland 
801-573-2828 

$21.50 Month/Full Service 
 

Main Floor-3,157 Sqft  
8 Offices (7 of them with windows) 

2 windowed conference rooms 
Break room & file room 

High end finishes throughout 
Includes janitorial services 

Free Standing Office Building-For Lease 
4991 S. Commerce Dr (300 West) 

 

 
- 1,340 Square Feet, Lower Level Storage 
- Plenty of Parking Available, M2 Zoning 
- 3 Year Lease With Option To Extend 
TERRY CONONELOS        801-205-7019 

Lease Rate:  
 $1,150/Month 

 Free Standing Professional Office Space 
8925 South 2700 West-West Jordan 

Sue Mark-Lunde  801-580-2378 

FOR SALE: $379,000 
Single level brick building with good 
curb appeal. Individual office spaces 
with large reception area. Additional 
ground in rear for expansion or future 
parking. Perfect for medical, dental or  

professional type of use. 
 
 
 

 Approximately 2,856 SqFt 
 Low maintenance exterior 
 Ample parking  
 Kitchen/break room built-in cabinets and 

file storage 
 New roof in 2008 & 1 acre lot 

Bijan Fakhrieh                               
801-918-9000 

 3.04 Acres -
$1,200,000 

106 W. Fireclay  Ave.  
(4295 So.) 

-3 Buildings  
-Approx. 27,000 SF 

 

One Small Office Space Left 
3895 W. 7800 S.-West Jordan 

GEORGE RICHARDS, CCIM   801-631-9963 

For Sale: $185/Sq Ft 
For Lease: $13/NNN 

- 1,207 RSF/1,030 USF 
- High End Finishes, Light & Open 

- Across From Jordan Landing 
- Close to Bangerter Highway 
- Sure To Impress Any Client 

Medical Office Condo For Lease 
5292 S. College Dr. #202  (500 W) 

 2,654 SqFt 
 2nd Floor Office 
 3-4 Exam Rooms 
 3 Private Offices 
 Waiting & Reception  

Area 

 Break room 
 

Lease Rate: $13.50 - NNN 

GEORGE RICHARDS, CCIM   801-631-9963 
 
 
 

 
 
 
 
 
 
 
 
 
 

Unique Office/Retail/Warehouse Space 
1719 Main Street-Salt Lake City 

GEORGE RICHARDS, CCIM   801-631-9963 

 
 
 

 
 
 
 
 
 
 
 
 
 

Centrally Located Office Space-For Lease 
   740 E. 3900 S. 

$12.50/Full Service* 
1350 RSF-1205 USF 

4 Offices, Reception Area &     
Waiting Room 

Main Floor Space 
New Paint & Carpet 

Updated Baths 
*Excludes Interior Janitorial 

TERRY CONONELOS        801-205-7019 

 Office Space For Lease 
777 East 4500 South 

For Lease: $375- $1350 Full Service* 

430-1000 Sqft Available 
High Visibility 

5 Small Suites Available 
Tons Of Light 

Every Office Has Windows 
Ample Free Surface Parking 
*excludes interior janitorial 

Kym McClelland 801-573-2828 

George Richards, CCIM  
801-631-9963 

Luxury Office Suite-Realtor Building 
230 W. Town Ridge Pwky (9670 S ) 

LEASE RATE $14.00 NNN 
3rd Floor Office Suite 
3,024 USF-3,478 RSF 

OFFICE BUILDING FOR SALE-GREAT LOCATION  

 George Richards 801-631-9963 
GREAT INVESTMENT! Office/Retail/Warehouse 

Errol Childs  801-560-0034 

1366 E. Murray Holladay Rd  

For Sale: $1,400,000 
Rare Free Standing Office     

Building In Holladay. 
 Approx. 8,930 SqFt 

 0.69 Acres 
 Currently Used As Law/CPA     

Office 

Seller Will Lease Back For 1-3 Years While Building & Developing 
New Location @ 7.5-8% Cap. Plenty Of Room For More Retail On 

2.09 Acres. Building Is 12,500 Sqft, 125’ Wide X 100’ Deep, Ceiling 
Height 16’-18’ & Retail Ceiling Lowered To 10’ 

521 W. 200 N. American Fork 
For Sale: $1,600,000 

   
 

Commercial Lots-Taking Reservations 
600 North 900 West-American Fork 

Pad Prices:  
$20-$27/

SqFt 
For More 

Info 
Contact: 

Errol 
Childs: 

801-560-0034 

SOLD GEORGE RICHARDS, CCIM   801-631-9963 
   For Sale: $1,199,000/Lease Rate: $13.50 NNN 

For Sale: $449,000 
1,152 Sqft Office 

1,536 Warehouse W/10ft Door 
2 Apartments Upstairs 

Large Storage Building In Back 
Unique Contemporary Design 

Many Potential Uses 
Fronts Main Street 

Under Contract 

Under Contract 

Under Contract 

Under Contract 
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Why share?
Get you own copy of Utah's

premier business news source.

Call 801-533-0556
or go online to www.slenterprise.com

About us:
Licensed and insured. •	
Over 18 years experience in the Title •	
Industry. 
Accepted by most underwriters.•	
We provide personal property    •	
geneology.
We back-up or willingly assist you.•	
We are dedicated to provide   •	
personalized and focused service for 
you and your company.

Joel V. Baumgart
President, CEO

801-518-3618
joelbaumgart@comcast.net

We provide 
property 

searches!

$165 and up

Absolutely the best deal in town!

Private off ice avai lable 8 blocks from downtown 
city center.  Locate your business in the Northgate 
Business Park complex.  Currently home to over 
80 different companies.

• Free Parking
• Conference Rooms
• 24 hour electronic key card access
• 8 blocks from city center
• 2 blocks from a main I-15 on/off ramp
• 24 hour camera security
• Thriving business community
• Publ ic transportat ion in front of property

Amenit ies Include:

Ben: 801-891-6927
James: 801-891-6932
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